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He’ll Buy It Because It’s New... and 


He’ll Buy Again Because It’s Luxor 





Always allied with shoe craftsmanship, 
Ohio’s Luxor Calf No. 108 appears on 
this smart Jarman Custom Shoe. The 
style, No. 4117, is from the Jarman Cus- 
tom Grade line manufactured by the 
General Shoe Corporation, Nashville, 
Tennessee. 


A ar SES 


iy 





COLOR 
NO. 


Luxor Calf Color No. 108 is a New Fall tone by Ohio. 


While not an extreme departure from the basic brown, 











it has a depth of color and richness that makes it a 
shade better. It swings off the red side and carries a touch 
of Autumn that blends expertly with men’s apparel. 


Underlying this new tone is, as usual, the craftsmanship 





always evident in Ohio’s tannage. A smooth, lustrous 


MEN’S surface; a soft and enduring texture. Write for samples of 


WETCHt  ‘Laxer Ne. 108, another of the many 


| ¢é ¢ 


A COMPLETE SERVICE IN FINE CALF LEATHERS 
THE OHIO LEATHER COMPANY: GIRARD, OHIO 
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VOICE of the TRADE 


FROM an Australian source we 
learn that the shortage in kangaroo 
skins is likely to continue for the 
balance of this year and until next 





Nineteen thirty-six was one of 
the largest years for importation of 
kangaroo skins into the United 
States. This large kill reduced the 
herds and later climatic conditions 
scattered the animals all over the 
country. 

When rains are general, as they 
have been recently, the growth of 
feed is widespread, water is plenti- 
ful and the kangaroo scatter over 
an area the size of the United States. 
‘It is not necessary for them to fre- 
quent lakes, rivers and water holes. 
They do not come down to the 
civilized sections where they are 
easily shot but hide in the wilds 
making it very expensive for the 
hunters to collect any sizable 
quantities. 

The hunters will go after the ani- 
mals only when they can obtain 
good money, and this, together 
with the small supplies and the con- 
sequent bidding for the skins, has 
caused them to advance an equiva- 
lent of 5 to 7c. per foot in the raw. 

Of course, the relief from being 


hunted will eventually cause exten- 
sive breeding and larger supplies 
will be available when dryer sea- 
sons prevail, but no change is ex- 
pected until next Fall. 


* * * 


PICTURE publicity captures the 
imagination of the public. 

No organization has done a bet- 
ter job of publicizing its profes- 
sional services than the National 
Association of Chiropodists. You 
will remember the pictures in Life 
of the business women who half re- 
moved their shoes to get foot relief. 

Did you see, in a recent issue of 
Life, pictures of the chiropodists’ 
convention? Several pages in fact, 
illustrating what the podiatrist 
learns in national convention of 
new methods and technique in foot 
care. 


@ OBR tae 





Too many conventions in every 
line of industry go as far afield from 
the practical purpose of the con- 
vention. E. St. Elmo Louis put it: 
“About all most people take away 
from a meeting, anyway, is a head- 
ache.” Don Gridley put it more 
bluntly: “The curse of conventions 
is that it makes the conventioneers 
calloused at both ends.” 
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OF Edward A. Filene, indefatiga- 
ble merchant of Boston, it will be 
remembered that he appeared be- 
fore a trade convention some years 
ago and offered to donate $25,000 
for a study of footpaths to parallel 





the great auto highways of the 
country. His idea was to encourage 
the art of walking, for its own 
sweet sake, in safety. It was his 
belief that in this modern day there 
must be some commercial interest 
in every movement, otherwise it 
would not succeed. Nothing came 
of it but it indicated the diversity 
of interests of that magnificent mer- 
chant, whose stature was measured 
between his chin and the top of his 
head, for he added to the respect 
of the shopkeeper as a factor in 
society the world over. 

We, in the shoe trade, remem- 
ber him for his almost revolution- 
ary methods of merchandising in- 
corporated in the Filene store in 
Boston a quarter of a century ago. 

For nearly 50 years he labored 
as a pioneer in experimentation in 
merchandising and management. 
as well as in expansion of the demo- 
cratic principle in commerce, in in- 
dustry, in international relations 
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and in the control of credit. Today. 
in factories, stores and offices, more 
than six thousand credit unions are 
in operation, enabling a _ million 
and a half members, when in tem- 
porary need, to secure personal 
loans and easy terms. 

He was a grand little guy and all 
glory to his memory. 


* * at 


6@ ONCERTED action,” says the 
Chamber of Commerce of the 
United States, at Washington, “to 
inform customers regarding new 
lines of merchandise has been 
found to be an effective means of 
increasing trade in a particular lo- 
cality. Not only retailing, but other 
trades have felt the effects of such 
cooperative efforts of merchants to 
stimulate business. 

“Common features incorporated 
in almost all promotions, include 
the unveiling of window displays. 
prize contests, open house by all 
stores for one evening, style shows 
and clearing of streets for special 
features at night.” 


& * * 


*¢ HZOW you can tell good shoes,” 
says John Laycock in his Hanan 
advertisements : 

“The instant you put them on, 
you feel the luxury of their finer 
leathers, superior fit . . . you note 
the unmistakable look of their 
made-by-hand styling! And you 
learn, in the many extra days you 
wear them, the real economy of 
«ood shoes.” 





AANNE WALKER of the National 
Heel Styling Bureau quotes the ad- 
vice of a Mid-Western shoe stylist: 

“Don’t choose your heels to regu- 
late your height. If you are tall. 
another inch or so won't matter, 
and if you're short, stilt-like spikes 
won’t make you look like a goddess. 
Bear in mind always that with cer- 
tain costumes high heels are a 
definite must and with others noth- 
ing but low heels will do.” 


~ 
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FORTY—PLUS OR MINUS 
i 
OVER 40 


—Do you, as an employer, discrim- 
inate against an applicant for a 
position with your company, be- 
cause he is over forty years of 
age? 

—tThe Sales Executives Club of New 
York City recently conducted a 
research to get the opinions of 
leading executives as to the effect 
of AGE upon the value of men 
in executive and higher type sell- 
ing work in the field of wholesale 
and retail distribution. 

—lt's interesting to note that for 
"total value to the organization" 
men over forty are preferred by 
80°, of those interviewed. 

—And 64%, of those interviewed 
who are themselves under forty 
prefer men over forty, while 86%, 
of those who are themselves over 
forty prefer men over forty. 

—Taken as a whole the study shows 
that men over forty are desirable 
because of their dependability, 
loyalty, spirit of cooperation and 
fortitude in times of stress. 

—To my mind a proper balance of 
venturesome youth and conserva- 
tive maturity makes the ideal or- 
ganization. 


yp OR Noa oo Aa 


President 











DR. DAVID RANKIN CRAIG be- 
comes president of the American 
Retail Federation, of which the 
National Shoe Retailers Associa- 
tion is an associate member. 

The American Retail Federation 
has a roster of 130,000 stores, 19 
state associations, six national asso- 
ciations and 56 subscribing mem- 
bers. 

Dr. Craig is well known to shoe 
men, having attended the National 
Shoe Fair for two successive years 
and taking part in the forums. He 
rates the promotion to the position 
formerly held by Col. Clarence O. 
Sherrill, now city manager of Cin- 
cimnati. 









1937 





President Craig, a native of Bos- 
ton, 42 years old, made a record 
for himself in the field of retail re- 
search and retail training. 


* * * 


IDEPARTMENT store stocks of 
merchandise on hand at the end of 
August, in large stores was com- 
piled for the Second Federal Re- 
serve District, centering in New 
York. Fifty-seven out of 64 depart- 
ments showed increases. Here: is 
the record of sales and inventories 
for August, in leading departments, 
compared with figures for the same 
month a year ago: 

Women’s shoes—sales, plus 9.4 
per cent; stock, plus 24.0 per cent. 

Children’s shoes— sales, plus 
13.2 per cent; stock, plus 23.4 per 
cent. ° 

* * * 
PERCY S. STRAUS, president of 
R. H. Macy & Company, speaking 
before the recent Boston Confer- 
ence on Distribution, said: 

“Mass production cannot lead to 
mass distribution. The function of 
retailing is to satisfy the individual 
needs of the individual customer, 
which means that the mass-pro- 
duced items of the factory must be 
sold one by one at retail. Herein 
lies one-of the reasons demanding 
a social outlook on the part of the 
retailer. He is faced, unlike the 
manufacturer, with a need for in- 
creasing personnel. He must meet 
this problem; realizing that to at- 






















tract to the vocation of retailing the 
type of person who will help de- 
velop it, requires satisfactory con- 
ditions of employment, in addition 
to satisfactory wages and properly 
adjusted hours.” 


* * * 


YOUNG RONALD BAS, twenty- 
eight year old German-American, 
now twelve months along on his 
three and a half year hike to 
Tokio’s 1940 Olympic games, is 
only one of many who are earnestly 














devoting themselves to the business 
of wearing out shoe leather. 

Hosts, count ’em, are moving 
along England’s by-ways. Just a 
little over a month ago Parliament 
passed a right of way bill making 
free to any errant foot in the nation 
more than 300,000 footpaths in 
England and Wales. 

Millions of feet on hundreds of 
thousands of footpaths will now be- 
gin to pile up miles that can be 
stated only in terms of astronomical 


proportions. Trillions of miles. 
Quintillions of miles. And then 
some! 

* * * 








66BPROPERLY fitted shoes are a 
protection against foot trouble,” 
says Dr. Edgar D. Heist of Kitch- 
ener, Ont., chairman of the foot 
section of the American Osteopathic 
Association, in a report of a survey 
made by members of that com- 
mittee. 

“Properly fitted shoes protect the 
foot from hard or rough surfaces, 
cold and moisture, and aid the foot 
in its work. In caring for the feet. 
primarily to prevent the occurrence 
of ailments rather than their treat- 
ment, shoes are of particular im- 
portance. Shoes should be selected 
for the service they are to perform. 

“Practically no sport is possible 
in dress shoes. The athlete has a 
special shoe for every game. There 
should be the same change in shoe 
design for every game. There 
should be the same change in shoe 
design for walking, standing, heat. 
cold, dampness, and for dress. The 
average dress shoe is not designed 
for foot function, hence it means a 
special design for each special func- 
tion we desire the foot to perform.” 

Foot trouble increases directly 
with age, according to the report. 
with from 65 to 85 per cent of 
adult men and women suffering 
from more or less serious ailments. 
That the trouble arises primarily 
from poor care is shown by the age 
element. In the case of children of 
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one year, only 8 per cent experience 
foot trouble. At three years the per- 
centage has increased to 30, and at 
sixteen 70 per cent of the children 
are experiencing foot trouble, the 
majority of which requires treat- 
ment. 

“The shoe industry,” Dr. Heist 
said, “is cooperating with science 
in solving the problems of the feet, 
although much of the research, un- 
fortunately, is to justify certain con- 
clusions rather than to obtain true 


facts.” 
* * * 


THE National Federation of Sales 
Executives champions the profit 
system and advocates selling (to 
governmental factors and the pub- 
lic) the idea of the “indisputable 
fact that the profit system has 
demonstrated its ability to do more 
than any other social economic sys- 
tem for the masses as well as the 
classes for the average standard of 
living and the average of human 
happiness. 

“To develop better sales training 
systems and methods both in insti- 
tutions of learning and within busi- 
ness organizations. 






“To improve the ways and means 
of reducing commercial bribery. 

“To improve the ways and means 
of minimizing criminal practices 
which affect business. 

“To foster progress as related to 
the managerial functions of selling, 
marketing and the teaching thereof 
through the processes of modern 
research, education and the dis- 
semination of factual literature. 

“To maximize honesty in selling 
and to foster high ethical standards 
as applied to all forms of selling. 
marketing and the teaching 
thereof.” 

* *” * 

EEARFORD POWELL, vice-presi- 
dent of Kimball, Hubbard & Powell. 
Inc., New York advertising agency, 
told a group of merchants that: “It 
is the hardest thing in the world to 
sell any commodity if its advertis- 
ing tells lies. 

“Lie to us less,” he said, speak- 
ing for the consumer. “Woo us 
with the truth. Remember the words 
of a famous Frenchman who said: 
‘If there were no such thing as 
honesty in the world, we should 
have to invent it as a means of 


growing rich.’ ” 





Milestones in Footwear History. Ringworm Mountain—1892. 
Abner J. McCorn originates men's ventilated footwear. 
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R. E. ANDRUSS 





Mine 
= SS 
Above—Red and _ silver 
tree symbol used thr. 
out campaign can be 


made of paper, oil cloth, 
metal, fibreboard. Left: 
Effective use of this dec- 
oration for sign to desig- 
nate slipper department. 


GIFT 
_ SLIPPERS 





THE Recorper Curistmas SHOE Store starts its 
holiday campaign with a checkup to assure generous 
variety and ample stocks of popular gift items in the 
best selling price lines, plus plenty of gift boxes, 
wrappings, ribbons, cellophane, holly sprays, and 
other means of adding gift appeal to staple merchandise 
lines. The best selling gifts of all are useful practical 
things, dressed in holiday attire to appeal emotionally 
to gift seekers. 

Consideration will be given to the possibilities of 
extras that ‘offer opportunities for quick profit. The 
men’s “extra” list includes mufflers, handkerchiefs, belts, 
ties and garters. The women’s list embraces gloves, 
lingerie, handkerchiefs, costume jewelry, perfume and 
luggage. Each item selected must be different—not 
seen everywhere in town—things that can be featured 
as “Gift Scoops.” 

Practically everything in regular stocks will be given 
its chance in holiday displays. For men, shoes, sport 
shoes, riding boots, boot accessories, polish kits, 
galoshes, rubbers, shoe bags, spats, trees, slippers, gym 


shoes, boots, hose and so on. For women, shoes, even- 


CHRISTMAS STORE 







» 
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ing slippers, slippers, hosiery; buckles, ornaments, rid- 
ing boots, boot accessories, active sport shoes, rubbers, 
galoshes, bags, trees, shoe bags, auto boots, ski shoes. 
For boys, shoes, hi-cuts, boots, galoshes, sneaks, slip- 
pers, hose, leggings, scout shoes, shoe skates. For 
girls, shoes, hosiery, slippers, party shoes, ankle socks, 
galoshes, rubbers and shoe skates. And numerous other 
items that will fit into the promotion picture for indi- 
vidual stores. 

Next in order is the selection of a distinctive symbol 
that lends itself, like the half-and-half green and red 
Christmas tree sketched, to both advertising and dis- 
play, to give an easily recognized tie-up between all 
parts of the campaign. A good slogan will be in 
order—‘(Store Name) gifts—from everybody to every- 
body, everywhere.” The tree symbol can be red and 
silver; green and white is also attractive. 

Because December is an emotional month, holiday 
atmosphere and merchandise display will have the 
closest attention. The symbol selected will be used 
in numerous ways to give attractive dramatic effects, but 
there will be some use of other ideas to prevent monot- 
ony. Such spots as ceiling lights and pillars will be 
entirely decorative, while ledges, shelves, cases, win- 
dow backs, tables, booths, and gift carts will combine 
decoration with merchandise display. Displays will 
be arranged to assure easy sight and selection. The 
“sampling” idea will be used. 


THE sampling idea has numerous advantages. It 
permits getting every possible gift item out where it 
will be seen. It allows inspection, comparison, and 
handling wherever practical (something which will 
appeal enormously to gift seekers). It protects stock, 
prevents shoplifting, and aids selling. By adding 
descriptive price tickets, selling can be speeded up as 
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Above—The hosiery box. Counters framed in Upson 

board, green edged in red. Hosiery in case on cellophane 

forms laid over openings in sloped white panel, illumi- 

nated, descriptive price tickets. Cut-out holly leaf panel 
set over shelves. 


much as 20 per cent. Where stocks and displays are 


separated, key numbers will appear on the tickets 
corresponding to small numerals attached to the shelves 
where stock is kept. This is a great help to temporary 
clerks. 

The decorative booth will be built over the hosiery 
section showcases, and featured as The Hosiery Box. 
Special displays of best numbers in the cases and on 
the ledge, will enable customers to make selections with- 
out disturbing stock boxes; descriptive price tickets 
will tell the characteristics and the price of each type 
of hose. 

There will be a Slipper Bar, either in booth form or in 
the form of a narrow counter in front of a shelf dis- 
play that includes every slipper style. At the back 
we shall have a large illuminated display that can be 
changed easily. The general arrangement of the store 
will group women’s gifts toward the front, slippers 
together at the middle of the store, men’s gifts on one 
side and children’s on the other. There will be Mother 
Goose and Santa Claus cut-outs along with the red-and- 
silver tree decorations in the children’s sections. (If 

















Above: decorative flag. 
At right, sketch showing 
folded pattern used in get. 
ting tree sides even. Draw 
half-fold back, and rub 
or cut out tree in bigger 
sizes. Tree can be red and 
green. 


there were a separate department, it would be dressed 
up even more.) There will be small free gifts for the 
kiddies. 

Yes, anyone who steps into RECORDER SHOE STORE 
is going to have a cheerful, bright (lots of light), color- 
ful place to shop, with selection made simple and easy. 
Making it easy to buy makes it easier to sell, so we'll 
eliminate waste motion everywhere possible during 
busy hours. 

Having something worthwhile talking about will 
help a lot when we take up the advertising—but first 
we're going to do the window plans, so that we can 
order everything we need for decorative purposes right 
away and can get things started. 

Salespeople will be told what is going on in order to 
build up their enthusiasm and assure hearty coopera- 
tion. They will be invited to make further suggestions. 
Everybody in the store is going to take part in making 
this one best Christmas. 


(This is Part I of a series of three articles on Christmas 
promotion in the shoe store. Part IT will appear in an early 
issue.) 











Right—Design. for ceiling 
light trim of sus, tree 
cut-outs in red, silver, green. 
white ceiling circle. The de. 
sign also appears in back of 
glass shelves in wall case. 
































This Christmas 








Sell Slippers For Men To Men 


WHAT are we going to do about the flight of justly 
deserved and much needed Christmas dollars from 
men’s shoe stores into haberdashery, toiletries and even 
liquor stores? There is an odd set of circumstances 
working against the very profitable slipper business 
which for years was sacred to the shoe stores. In the 
first place, for some unknown reason, women buy 
about 70 per cent of all slippers sold the year ’round. 
It is a safe wager that this figure jumps at Christmas 
time. Regardless of whether or not we may approve 
of this peculiar buying habit from the standpoint of 
good taste and the appearance of the merchandise on 
the ultimate wearer, we might as well face the issur 
and admit that if it were not for the women, we would 
be selling even fewer pairs of slippers than we do. There 
is one redeeming feature in the fact that women’s tastes 
in slippers is far better than their taste in ties, for 
which we all should be thankful when we think of the 
tremendous return of Christmas ties. 

An active promotion of slippers should begin early 





and be maintained in stride with the deluge of space 
and window effort that is devoted to these natural 
enemies of shoe store slipper and hosiery sales. An 
appeal to men to buy their own slippers and safeguard 
the sanctity of their leisure appearance will in no sense 
cut down pairage sold to the predatory female and may 
actually stimulate the desire for slippers in the more 
ruggedly individual man. 


MOST retail slipper stocks look as though they were 
selected with a view to selling women and it is a 
miracle that any self-respecting male is ever sold a 
pair. This is in no sense a reflection on the manufac- 
turer, since a cross section of the manufacturer’s stock, 
illustrated herewith, establishes the fact that they really 
have smart, acceptable slippers for men. The slippers 
with which they point out with some pride are really 
very good looking and the retailer who is smart enough 
to follow the advice of the manufacturer on high style 
slippers and depend on their more than adequate in- 





by 
JOHN 
REILLY 


Sates to women may be fixed. 
but there's added sales to be 
had directly to men if the mer- 
chandise is styled for men and 


promotion directed to them. 


is called to dash across the street for more ice cubes 


stock facilities for the more or less staple items should 
or to meet a late arrival at the station. In the soft sole 


find an increase acceptance, particularly among men 


Such novelties include the Slipporshu group, an important new item is the unlined opera with 
a very masculine and rugged thong lacing all about the 


customers. 
which is a slipper interpretation of the cocktail shoe. 
It is very smart for lounge wear and serves the added _ sole and bal line. 


purpose of being a good warm shoe when the wearer [TURN TO PAGE 39, PLEASE | 
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Christmas tree through the cou:- 
red of Lewis Display Materials, 
ne. 


Stockings, Evening Bags, and 


Compacts e oa s e oe eo oe _ se e e 
a frivolous trio for the holiday 





Bags (Clockwise) 

Smart soft type in brocade of gold and a color. Paulbe. 
ee ee 
4 om popular evening bination of with rhi 

2 on a pearl clasp obtain- 
able in gold, silver, white and black. Gold Seal Importers. 





Compacts (Left to right) 





“The Powder Dial,” a loose powder compact whose new 
type of sifter controls just the amount of powder and keeps 
it fresh and clean. Volupté. Shown open and closed. 
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@NLY a few more weeks before all the bustle and ex- 
citement of the Christmas selling season will be upon us. 
Soon Mr. and Mrs. Average Customer will be making 
lists and planning joint shopping expeditions. 

If, as someone has claimed, stockings are the biggest 
single item in Christmas gifts for women, then this year’s 
sales should claim an even bigger percentage of the total 
intake—first of all, because this season’s stockings are 
especially delicate and lovely in texture, and glowing 
and exciting in color; second, because the boxes and 
wrapping ideas are unusually attractive and suggestive 
of the season. 

Boxes—simple as they may be—are often decorative 
enough to be used later, on any boudoir or drawing 
room table. Silk cases for handkerchiefs, gloves, or 
vanity equipment, are attractive and practical settings 
for stocking gifts. There are all sorts of other things to 
give with stockings, including pieces of pottery in the 
form of jars, animals, and even the Big Apple Itself. 

The week between Christmas and New Year’s is 
always a big time for parties so let’s see plenty of bags 
on display with the evening slippers. What is true of 
slippers and evening dresses and wraps is also true of 


party bags—this is a metallic year, a year to glisten and 
glitter with brocades, sequins, jewels, beads and gold 
and silver kid. All these materials are being used in 
evening bags in every price range. One manufacturer 
has cleverly matched the smart slipper combination of 
gold and silver kid with a bag in the same. From 
another house comes a bag of sequins—gold, silver, or 
multicolor—with a glittering calot to match. 

As a final suggestion for a bit of Christmas frivolity, 
how about a few luxurious powder compacts to gleam 








Separate Photo 


Interesting and seasonal design in Christmas stock- 
ing box from Nolde and Horst. Decorative 
wrappings and packages add greatly to the appeal 
of Christmas merchandise. 





Stockings (Reading Clockwise ) 


Purse kit case to carry everything 
from mascara to driver’s license. 


Box with a Christmas bell that really 
rings. Both from Gotham Gift Shop. 


A Christmasy box from Phoenix. 
Nomend’s new French idea in a 
curved top box decorated with the 
design from a French Christmas 
card, 

Cellophane box wrapper enclosing a 
Phoenix box to make a seasonal 
package. 


Attractive use of popular dog motif. 
Berkshire. 


among the evening bags in your cases? Two of the 
most exciting ones are illustrated here but a very flat 
leaf-shaped one with cigarette case to match—a design 
from the tireless brain of Schiaparelli—should also be 
a best seller. 

And while you are selling slippers, galoshes, stock- 
ings, bags, compacts, and what have you, perhaps you 
will be able to slip in an extra sale of an honest-to-good- 
ness pair of shoes now and then. It wouldn’t be a 
bad idea. 























BBACK of most purchases for Christmas is the same 
idea—to buy something that will be both attractive and 
useful. The man who deals in women’s and children’s 
shoes has a head start here and whatever merchandise 
he adds to his regular line can easily meet both these 
requirements. 

First on his list will be boudoir slippers. Nothing 
can surpass them for pure comfort or pure frivolity. 
They are one of the ideal Christmas gifts because 
everyone wants them and everyone wears them. Former- 





Fleece-lined _ slippers 
in moiré and satin 
which fold into com- 
pact case, Brocade 
slippers with  satin- 
lined bag adapted to 
many other uses. Two 
comfy Travelers from 
Daniel Green. 
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“MERRY, 
MERRY 


Fine suede mule with scroll-trimmed 
high front. 


Velvet D’Orsay, the perfect hostess 
slipper. Both from Tupper. 


An ideal campus boot in two tones of 
goatskin with black lace. 


Easy to slip on for an early morning 
class. Also in goatskin. Two Kampus 
Kasuals from J. Mackay. 


ly, one or two pairs of slippers to wear with negligées 
satisfied a woman. Now she wants several kinds. First, 
she must have something for informal entertaining at 
home which will be softer and lighter than a conven- 
tional party slipper but more dignified than a bedroom 
one. The hostess or bridge slipper, usually a D’Orsay 
in velvet, suede, kid, or satin, with a heel of medium 
height, open toe, and closed back, is the answer to 
this need. 

If no one is dropping in for the evening and she 
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CHRISTMAS 
in the 
AIR’’ 


B oudoir Slippers and Dressy 


Galoshes Capture the Feminine 


Heart and the Masculine Purse 


for Christmas Selling. 


can really be at her ease, then a mule is the ideal type 
to slip into. There are all kinds of mules—satin, suede, 
kid, and cozy lamb’s wool. For sheer comfort this last 
can only be surpassed by a boot lined with the same 
material and very kind to ankles on chilly winter nights. 
Such footwear is all very well for stay-at-homes, but 
unnecessarily bulky for the average suitcase. A soft- 
soled heelless slipper with its own case is the third must 
in every woman’s informal slipper wardrobe. 
Obviously Winter is the ideal season for giving 





Two galoshes showing a new trimming idea in a clever imita- 
tion of the Persian lamb fur so much in the fashion limelight. 


Left—White rubber boot with cord laces for a child. 


Right—W oman’s gray rubber boot with no fustening. Comes 
also in black, brown and white. Both from Cambridge. 


(Middle) 

Smart fleece-lined untrimmed velvet galosh with slide fasten- 
ing. Exceptionally suitable for wear with rich winter furs 
and fabrics. United States Rubber. 


another kind of footwear. Rubber overshoes and 


galoshes are of many. types and for many occasions. 
[TURN TO PAGE 4], PLEASE} 


Smart practical slip- 
per combining two 
leathers. 


The luxury of quilted 
satin and fur. 


Two of a special line 
of slippers for little 
girls from _ Dainty 


Maid. 


Calf boot with fleece 
lining and collar. 


All fleece mule The 
silken sheen of the 
sheepskin attained by 
a special electric proc- 
ess. Both from Johns- 
town Wool Shoe Co. 


Transparent boxes 
through courtesy of 
Duranol Products. 
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The Editors Outlook 


Get to Work—Stop Fumbling 


ARE you trying to buck last year’s figures under this 
year’s conditions? Remember, last year, conditions 
were very much on the up and up. Factories were 
rushing overtime to turn out goods to fill shelves to 
satisfy inventory speculators. Remember, a year ago 
this time, a phase of the seller’s market brought high 
joy everywhere. The nation was so eager to go to 
work that strikes and labor trouble were at a minimum. 
It wasn’t until mid-Winter that labor got that form of 
exhaustion known as the sit-down strike, preferring 
to talk itself into dollars rather than work for them. 

We have said before and we say it again, the public 
cannot eat the undigested mass of cheap shoes. It has 
got to be worked off at the fitting stool somehow. 

So, if you are bucking last year’s figures and this 
year’s sales are off, go back another year to 1935, 
which was more normal for “making” and “selling”; 
and see how well off you are today in comparison. 
Our slogan over the years has been “Getting More 
Shoes Sold Right.” Now we should make it a little 
more emphatic: “You've got to sell more shoes right.” 

There has been a let down of selling skill ever since 
the NRA. I’d like to tan the hide of the guy who 
established the minimum wage for clerks in America 
because automatically all mass businesses gravitated 
to that low. 

Averages are an abomination, anyway. Try to live 
in a big city and dress the part and look healthy on a 
minimum wage and you are a miracle, my boy, in 
your ability to get your wife to play the part of a 
modern squaw in putting the papoose out with the 
relatives and scrubbing and cooking and working many 
hours over the time she puts in at the office. 

So, take it from me. Retailing today is back in the 
lap of the shoe fitter. He is the guy. who must move 
the shoes and who should be recompensed for it. 

When retail advertising doesn’t pull because it is 
hopped up with such extravagant terms that the public 
cannot believe them, what’s to be done? Take a bit 
of advice from your own streamline of experience. The 
soldier at the fitting stool is the man-of-the-hour—all 
day. Give him all the facts and enthusiasms and work 
with him and win friends and keep customers. Teach 
him again the art of selling the second pair. The test 
of a business isn’t in the first sale, it is in the repeat. 
Get down on the fitting floor yourself and count the 
number of take-offs of your own shoes and stop 


By ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


chuckling about how many you are taking off of some- 
body else’s. It is the steady customer, not the transient, 
who proves that a fitting service has been rendered. 


You may not like what we are saying to you, 
but if you are operating a store where you hire 
a green boy at nine in the morning, put a fitting 
stick in his hand at noon and expect to squeeze 
a day’s pay out in his sales book by closing time, 
you are a slave driver, not a business man. Don’t 
begrudge the real training period, for every dollar 
you put into the education of the man comes back 
to you a hundred-fold. Work with him, inspire 
him, live with him every working hour and help 
him to become a member of the family of the 
store, for he actually puts in more waking hours 
in the comradeship of the men and women at the 
store than he does else time. There are a hun- 
dred industries in America that spend a lot of 
money in training men in the arts of selling. But 
in the shoe business it is the rare, rare exception. 

Too much effort is being put into feverish, frantic 
advertising to capture the attention of the public and 
in more and more words give them promises of per- 
formance; but when the public comes into the store, it 
finds that over the fitting stool it is actually being 
given a raw deal. 

Promise too much and give too little. Those stores 
that do a sincere job at the fitting stool have nothing 
much to worry about, but pity those stores that have 
a mountain of merchandise and stale and inexperienced 
clerks to move it. 

There is more potential ability not as yet tapped 
within the field of retailing than there is in anything 
clse in America. Remember the public has a long 
memory. It never forgets the satisfactions tied up in 
the right shoe at the right price in the right style. 

So if you are comparing this year’s record as against 
a year ago, remember that the bonus money was still 
trickling into retail trade. High and surplus hour 
wages were making cash registers merry. Today we 
have the reality of wages paid only when work is done, 
less government relief checks and less WPA work. 
Remember, also, last year was a shoe-leather-Winter. 
What will this one be? 
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MOTHER wucows 


Mother knows the importance of FLEXIBILITY in her 
~ ewn shoes. Foot health and foot comfort depend up- 


on it and she is right in demanding it for her children. 


Selection of proper materials is essential and the 
method of construction must be right. LITTLEWAY 
and UCO LOCKSTITCH shoes provide two sure 
and practical ways of securing the flexibility and 


comfort required by young and active feet. 


LITTLEWAY PROCESS COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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THE TICKET 


AND/CARD 
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Everyone Passing 
is a Possible Prospect 


SELL THEM 





OCTOBER 


Appropriate Hallowe'en de- 
sign in orange background 
with slate blue and yellow 
design. Harmonizing ticket 
in similar shades. 

















FA 
CARD HOLDERS 


Two styles available: Natura! 
wood finish as illustrated 
above; or oval base-burnished 
gold—three color trim. These 
modernistic holders take any 
size card, and harmonize with 
the finest window display fix- 
tures. 





Supplied with annua) services. 









































DISPLAY CARD SAMPLES, HARMONIZING TICKETS 
and SELLING MESSAGES SENT ON REQUEST 


14 snappy and informative selling messages 

each month for men's, women's, children's shoes, 

women's hosiery. store service, fitting, quality, styles. 
Single cards, 60c each—without text, 35¢ each 


(PRICES FOR MONTHLY SERVICE SHOWN ON OPPOSITE PAGE) 


ATTRACTIVE HAND LETTERED PRICE TICKETS 


In popular denominations and blank. Samples of in-stock 
tickets available. 
WITHOUT STORE NAME: 6 dozen, $1.10—12 dozen, $2.00 


WITH STORE NAME: 100 tickets. $3.00—200. $5.00 
CHECK WITH ORDER, PLEASE, UNLESS C.O.D. PREFERRED 


MERCHANDISING AIDS 





Polly Clips 
PouyCuie — _ “oly Sips | 
for Price Tickets ~ oe pe sogge oe 


Yo gross ............. $2.25 
| gross Poe duit aac 


Recorder Stock Record at 1 


for shoe cartons. Cyclone clips 











pe View included: eesecese 
SHOE HOLDER 500 Eat ie ice ORB 
1000 oo eee $2.25 
\ Natural View Shoe Holder 


To display shoes as the wearer 
will actually see them on his 
feet: 


Yo dozen ............ $3.50 
i : 


dozen ............ $6.00 eseaesse 
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FEATURE POINTERS 


precisely point out in-built values. These 
ARROWS are obtainable in two combina- 
tions: corn with green border, or buff with 
green border. Choice of forty selling phrases, 
or blanks. 























(Cross out 


We wish IMPRINTED TICKETS @ 35¢ per fifty, in following 


SPECIAL: 


Combination of one gross Polly 
Clips and one gross Arrows, only 
$5.00. 


errr ert ieee errr 


SERVICE 


ANNUAL DISPLAY CARD 
SERVICE INCLUDES 


EXCLUSIVE FRANCHISE with annual card service to one merchant in an 
average size town, suburb or city shopping center. 


eee mew ere wcecn yaceeseeessees® 


CARD 


STORE WINDOW BULLETIN supplies merchandising and display suggestions 
each month. 


SPECIAL CARDS, with wording as wanted. 
EXCHANGE OF CARDS: Annual card service subscribers may exchange any 


cards received for others of the current month, whose text better covers 
their merchandising program. 


SHOW 








PRICE TICKETS: Blank tickets, harmonizing with the current month's cards, 
supplied free. ; 


OWNER ~—__ SSS Sa aaa SS 
ee 


We sell Men’s, Women’s, Children’s Shoes and Women’s Hosiery. 


lines not carried.) 


DDS STATE 


quantities and denominations: 


IMPRINTED PRICE TICKETS with prices as wanted, to assure well blended 
trim, are 35c per fifty, additional. 


SERVICE | MONTHLY Tickets 


For 





$1.00 
for 


U. Ss. 





ANNUAL 


Ne. | $5.00 100 





additional 


per month. 
each month’s service deliv- 


Ne. 2 4.00 100 





. per year, payable 


$ 
card holders. 


Ne. 3 


we agree to pay 


month 








Ne. 4 


For this service we will pay 
cash in advance, full year’s 
service, 5% discount. Checks 
from foreign subscribers 
must be drawn on 

banks, or include. exchange. 
If for any unforeseen reason 
we wish to discontinue ser- 
vice before expiration of or- 
ered, and agree to return the 

















der, 
per 











MERCHANTS SERVICE DEPARTMENT 


) FOR ITSELF + IN CHAN 
Gg INCREASED BUSINESS ee cotiw 
/Macl (orfror* Wow! (209 S:STATE ST CHICAGO-ILL 


4 Cheek. with order. please. untess C.0.D. preferred 


























--, consisting of 
. IMPRINTED 
at 35¢ per fifty, 


. Card holders (with 


the first month’s service), 


4°\ Dé 
@ car mn ZCI un 
| 


“N”: Light brown 
board. Design in 
orange and dark 


additional. 











tickets each month, 








Resorder “Selling Mes- 
sages,”” beginning with OC- 


“L”: Beige back- “M” Rust pennant “G” 
ground. Design in Goldenrod yellow. Pale <P 
orange and brown. stripes on cream sign. 

background. — 


Please enter our order for 
TOBER, continuing monthly 
for one year, for Card Service 


TICKETS, 


the 
blank 
OR 


Size: 1/2” x 2¥g°—Prices on opposite page. 


eee ee ee ee ee ees 
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Unusual Christmas tree decoration of ostrich plumes 
on steps above Neiman-Marcus shoe department, Dallas 
Texas. 


TO make the shoe store a gift shop is the problem 
that confronts many a merchant around Christmas time. 
Experience of retailers who have developed a really 
profitable holiday business on Christmas slippers, 
hosiery, handbags, accessories of all sorts—yes, and 
shoes—proves it can be done, notwithstanding the pre- 
conceived notion a lot of shoe men have: that Christmas 
gift business is not for them. 

True it is that the shoe trade, by and large, has too 
often sat by the wayside in years past and watched this 
profitable business pass them by. Equally true, Christ- 
mas business does not come to the shoe store, in the 
same volume in which it enriches other stores, unless 
shoe merchants go out and bring it in through care- 
fully planned and boldly executed promotion and pub- 
licity. People do not ordinarily think of the shoe store 
as a place to buy Christmas gifts. But despite the fact 
that the shoe merchant who goes out for Christmas 
business has two strikes on him at the beginning, so 
to speak, we still maintain that with intelligent plan- 
ning and preparation, plus persistent promotion, there’s 
a good chance to score a home run. 

Since Christmas trade doesn’t just naturally drift 
into shoe stores, it follows that the shoe store must put 
more power and effort behind its holiday gift promo- 
tion if it expects to bring in the business. It must adver- 
tise attractively and present holiday gift merchandise 
in the most appealing way in windows and displays 
within the store. But to build a really worth while 
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CHRISTMAS 


ATMOSPHERE 
IN THE 
SHOE STORE 


Make Customers Shoe Conscious in 
Holiday Season by Giving Your Store 
the Christmas Look Within and With- 
out—How Some Stores Have Achieved 
Christmas Atmosphere That Helps to 
Build a Profitable December Gift 


Volume 


volume on the natural shoe store gift items, like slip- 
pers, hosiery, galoshes, handbags, etc., plus the many 
novelties more remotely related to shoes but which 
nevertheless can be sold to advantage in shoe stores at 
holiday time, it is necessary to go farther than merely 
to advertise and display them effectively. The shoe 
store, because it isn’t generally considered a gift shop 
to the extent that other apparel shops are, needs to 
lean somewhat to the spectacular side of merchandise 
presentation in holiday, season. It needs to decorate 
its exterior and interior in a way that will attract atten- 
tion and achieve a true Christmas atmosphere, so 
people who are thinking of Christmas and the problem 
of buying Christmas presents will, by a natural associa- 
tion of ideas, also think of your store. 

| TURN TO PAGE 42, PLEASE} 





A simple but effective window display treatment that 
imparted Christmas atmosphere to the windows of 


S. J. Brouwer Shoe Co., Milwaukee. 





3.5 S&S pe 
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Goodrich 


RUBBER FOOTWEAR 


Increases Dealer Sales and Profits 
Provides Features People Want 


°7 79 
Child’s Showerboot 
Protective Footwear for Children 
... Distinctive Surface Design, OE 
Fleece-Lined for Warmth. 


B. F. GOODRICH COMPANY, Footwear Division, WATERTOWN, MASS. 


Branches at: Atlanta, Ga.; Baltimore, Md.; Boston, Mass.; Chicago; Ill.; Cincinnati, O.; Cleveland, O.; Dallas, Tex.; Denver, Col.; 
Detroit, Mich.; Kansas City, Mo.; Los Angeles, Calif.; Minneapolis, Minn.; New Orleans, La.; New York, N. Y.; Philadelphia, 
Pa.; Pittsburgh, Pa.; Providence, R. I.; St. Louis, Mo.; Salt Lake City, Utah; San Francisco, Calif.; Seattle, Wash.; Syracuse, N. Y. 
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Lacings 





Illustration A 
Upper left—Schiaparelli’s blue kid pump with stitched kid 


band outlining the edge, crossing in back, and forming an 

ankle strap. Center—Schiaparelli’s evening sandal in bright 

blue kid with cothurnes running up to tie just below the 

knee. Lower right—Patou’s black afternoon sandal with 

leather heel strap shirred on elastic and black grosgrain ankle 
strap. 


NOVELTY in new types of Fall shoes from the French 
couturiers has been achieved by unusual laced effects. 
While the basic shell is low cut, these crossed and 
banded adjustments emphasize the ankle-—and even 
go as high as the knee. The idea is in tune with the 
Directoire influence and also harks back to the fashions 
of the nineties and early 1900’s—-both important in- 
fluences in clothes. 

The most striking departure in this direction is 
Schiaparelli’s evening sandal in her Della Robbia blue. 
She laces this up with pink ribbon crossed cothurne 
fashion round and round the leg until it bow-ties, just 
under the knee. Patou does something very similar 
in a gold kid sandal of his, except that the leather, cut 
into narrow lacings, does the climbing instead of 
ribbon. 

The evening dress in blue starred silver lamé, with 
which Schiaparelli is featuring her beribboned foot- 
wear, is not particularly short as one might imagine. 
but is full and swinging. Its free movement completely 
justifies the leg decoration. For shorter dance frocks, 
and there are many, the cothurne idea would be even 
more applicable. 

Patou’s high laced sandal adapts itself not only to 
full-skirted dance frocks but to slim skirts slit up for 


~ 
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Climb High on Paris Shoes 


Counter Current to Lowered Lines in 

Shoe Sithouettes Are These Notelty 

Crossed and Banded Effects, Mount- 
ing High on Instep and Calf 





Illustration B 


Upper left—A model. made by Joseph Casale for Schiaparelli 

in midnight blue kid with shirred suede apron front. Lower 

left—Open style laced evening sandal featured by Schiapar- 

elli in jade green with self lacing. Upper right—Patou’s after- 

noon sandal from Bunting made of dark purply wine kid with 

straps which cross in back and knot in front. Lower right— 
back view of same. 


dancing or even for walking as some of the new scant 
models must be. It suits to a T the highwaisted Direc- 
toire frocks, ankle length and slashed to the knee in 
correct period manner. 

Couture sponsored shoes for day wear are also 
“up.” They show, too, the influence of the new scant 
fashions in dress as these may be translated into foot- 
wear. Patou’s scant model in black kid is actually an 
afternoon shoe, with only a band for a heel, and a bit 
of elastic to hold the band on. Bunting designed it this 
way, and Patou added the grosgrain ribbon for safety 
first at the time of the mannequin parades. 

Another afternoon model this house is featuring is 
quite as scant if a little more secure. This is in deep 
wine colored kid, with an undersized vamp and nothing 
for a heel except two straps that cross in back and 
knot in front, very high up on the ankle. 

Interesting is Schiaparelli’s model from Joseph 
Casale, combining cleverly and gracefully, the ankle- 

[TURN TO PAGE 50, PLEASE | 
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THE WORLD'S 2 BIGGEST AIRPLANE CARRIERS ARE THE SAME SIZE 




















But the WORLD'S BIGGEST MAGAZINE 


is TWICE the size of the second biggest! 


Weekly regularly reaches from 1 out of 5... to 1 or more 


OR TRANSPORTING and housing airplanes at sea, 
Preicher of the world’s two biggest airplane carriers 
can serve equally well. They’re identical in practically 
every respect. But when it comes to carrying and de- 
livering an advertising message, ONE magazine—The 
American Weekly —stands out far above all others. 

Each week The American Weekly is bought and read 
by 6,000,000 families—zwice as many as read any other 
magazine. And, what’s even more important, this tre- 
mendous circulation is concentrated in the country’s 
most active buying areas. . . in the 631 counties where 
68% of all the nation’s fam- 
ilies live and where 80% of 
all retail sales are made. In 
these 631 counties are lo- 
cated all cities of 10,000 or 
more population, in most 
of which The American 


THE 


Pai ll 


The 
AMERICAN 
WEEKLY 


in ro World 





CIRCULATION 


6,000,000 
WEEKLY 


NEAREST 
COMPETITOR 
CIRCULATION 


of every 2 families. In short, The American Weekly 
produces the biggest consumer demand for products ad- 
vertised in its pages because it reaches the greatest num- 
ber of buying families in the greatest number of places. 


What The American Weekly is 


The American Weekly is the largest magazine in the 
world. It is distributed through the great Hearst 
Sunday newspapers. In 630 of America’s 995 towns and 
cities of 10,000 population and over, The American 
Weekly concentrates 67% of its circulation. 


In each of 196 cities, it reaches better than 
one out of every two families 

In 146 more cities, 40 to 50% of the families 

In an additional 124 cities, 30 to 40% 

In another 164 cities, 20 to 30% 


. and, in addition, more than 2,000,000 families in 
thousands of other communities, large and small, 
regularly buy and read The American Weekly. 


PSK RY 


**The National Magazine with Local Influence”’ 
Main Office: 959 Eighth Avenue, New York City 
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hollywood 


Comfort Insurance . . . Gangster Into Shoe- 
maker . . . Rochelle Hudson’s Glittering 
Slippers . .. A Modern Cinderella .. Dixie 
Dunbar’s Emerald Hose . . . Miracle Shoes 
. . « The Barefoot Bridgeroom . . . Una 
Merkel’ s Grecian Sandals . . . Robert Bench- 
ley Buys a NEW Pair of Shoes . . . Helen 
Jepson’s Shoes Not a SAFE Safe . . . Low 


Heel Revival. 
oo by hr. t. 


WANE DARWELL has borrowed Loretta Young’s 
favorite comfort-insurance, and is wearing house slip- 
pers between takes of “Dangerously Yours.” 


* * * 


Edward G. Robinson spent hours at M-G-M learning 
how to make shoes. His part in “The Last Gangster” 
requires that he be filmed as a prisoner in the shoe 
shop of a large prison. 


* * * 


The new evening skirts that are slightly shorter in 
front and trail the floor in the back are the perfect 
setting for slender ankles and to show off glittering 
slippers. Rochelle Hudson, feminine romantic interest 
in 20th Century-Fox’s “Look Out, Mr. Moto,” approves 
this fashion by wearing sandals of gold kid whose 
straps are closely set with multicolored stones to flash 
underneath an evening gown of changeable turquoise 
and rose taffeta. 

* * * 

Eleanor Powell has received many odd gifts and re- 
quests from fans, but the latest tops them all. It is a 
dainty slipper made of unbreakable spun glass. The 
donor wrote that he is looking for a Cinderella to 
wear the shoe. He stated that he is seeking a wife and 
is partial to actresses. If the slipper fits Eleanor’s 
foot, he continues, he will personally bring the mate 
and propose marriage. However, the shoe proved too 
large, so the M-G-M actress returned it. 


om * * 


“Life Begins in College,” the newest 20th Century- 
Fox picture to feature Dixie Dunbar, has given the 
petite dancer-actress some new ideas regarding the 
vividly colored stockings that will be gay accents to 
certain Fall dance frocks. Following a color scheme 
selected for one of the picture’s costumes, Dixie has 
chosen “Melody Green” stockings, a clear emerald 





~ 
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PH. 


footnotes 





Vera Zorina, Norwegian ballet star appearing in “The Gold- 

wyn Follies” likes plenty of Italian ballet slippers which 

she has made in Paris. She never wears the same pair twice 
for actual performance. 


shade to wear with a charteuse chiffon dance dress. 
The stockings are, of course, very sheer and the exact 
shade of synthetic emeralds that band the halter neck. 


* * * 


Richard Wallace, Paramount director, unfolded 
quite a yarn when members of the “Blossoms on 
Broadway” cast began kidding him about his dilapi- 
dated shoes. Seems that he was wearing them years 
ago, in the disastrous plane crash which killed Senator 
Bronson Cutting of New Mexico, and several others. 
Wallace, en route to Annapolis to megaphone a pic- 
ture, lay at the point of death for several months. 
Upon recovery to what he now terms “borrowed time” 
he decided that the miracle of luck had been due to the 
shoes, because of all his apparel, they alone remained 
undamaged. Since that time he has been wearing the 
footgear -on the first day of each production. 


The reason why Jeanette MacDonald showed up late 
at the world premier of her latest operetta, M-G-M 
“The Firefly,” has just come to light. Her husband, 
Gene Raymond, couldn’t find his dress shoes. When 
the newlyweds hadn’t appeared at the time the broad- 

[TURN TO PAGE 55, PLEASE] 
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It’s always Foggy Weather 


mTobte-Losstavemetam-tebu-sestypate! 


vate M1-1ibbate me) celepe-tael 


Just as in navigating a stormy sea, all available guides to skill 
should be employed. But although reliable business papers 
possess a special knowledge of the markets they serve, many 
advertisers overlook this trustworthy source of guidance. 


By “reliable” we mean the A. B. P. sort of publications that 
employ highly trained editors whose sole obl gation is to glean 
and interpret important events, to advance practical ideas, to 
render tangible help to readers who want it enough to pay 





for it... the kind that devote themselves so diligently to the 
subscribers’ interests that they can truthfully offer advertisers 
“packaged influence” reaching a “conditioned” audience. 


Men who represent A. B. P. publications have under their 
hats, and in their files, a specialized knowledge that can help 
you steer a true course to advertising economy and maximum 
sales results. They are more than “space peddlers”. They'd 
rather hear about your sales problems than extol the virtues of 
their publications, for only then can they be of genuine help, 
whether the solution indicates their own papers or not. And 
you can be sure that they will respect your confidence. 


Next time you see a Boot and Shoe Recorder man, toss him 
a few questions that bear upon your market objectives. If he 
can’t make a helpful suggestion based on his own experience 
in his publication's field, the chances are excellent that one of 
his editors can. 


TWELVE WAYS THE 
BOOT AND SHOE RECORDER 
REPRESENTATIVE we 

CAN HELP YOU: 


1. To sense and evaluate significant trends. 

2. To determine market potentials. 

3. To suggest product or package changes. 

4. To help you select and reach your prime prospects 
5. To help plan sales and advertising strategy. 

6. To aid in improving sales and distributive setup. 
7. To help you see your business as business sees it. 


8. To scan copy for trade jargon. 


9. To suggest new products, or new markets for old 


products. 


10. To suggest ways to make sales promotion more 


effective. 
11. To help devise practical merchandising material. 


12. To point out specific sales opportunities. 





os BEARS THE 
TWIN HALL-MARKS 


oop [iv 


Authentic facts 
relating to 
editorial scope and 
readership analysis 


Impartial measurement OF 
of reader interest WN 
in terms of paid KNO 

circulation VALUE 








BOOT AND SHOE RECORDER 


239 West 39th Street, New York, N. Y. 














. 


. Page 36 BOOT AND SHOE RECORDER, October 9, 1937 


Le ad 


Up-to-the-minute styles in sizes that fit properly is 

a foundation stone in the policy of The French 

Booterie in Knoxville, Tenn. M. E. Carver, man- 
ager, shows a customer some attractive numbers. 


HAOW a shoe store of moderate size can make the most 
of its capital investment and. achieve a quick turnover 
by emphasizing styles and sizes is demonstrated in the 
experience of the French Booterie of Knoxville, Tenn., 
which has recently occupied an attractive new store 
and is sponsoring a radio program every Sunday 
afternoon at 2 o’clock to win new acquaintances and 
add to its growing list of women customers. This store 
is owned and operated by the Corkland Company of 
Knoxville, and the manager is M. E. Carver, a retail 
shoe man of fifteen years’ experience. 

Having the latest styles in stock and insistence on the 
correct fitting of every customer are keynotes in Mr. 
Carver’s policy and to them he attributes a large mea- 
sure of the success of the business, which specializes 
in shoes ranging in price from $3.00 to $6.50. 

Almost anyone can sell the first pair of shoes, Mr. 
Carver says, but it’s the store that holds its customers 
which is able to achieve a satisfactory turnover and 
show a profit on its capital investment. Comfort, he 
contends, is the keynote in selling shoes to the pro- 
fessional woman who is on her feet constantly. His 


STYLE And SIZE SERVICE 
Build 
Repeat Sales 





How a Knoxville Shoe Store Speeds up 
Turnover and Thus Is Enabled to Operate 
Profitably on a Relatively Small Investment 


ambition is to educate the public so that customers will 
realize that the best quality of shoe, if too short or too 
narrow, will never give satisfaction. Business girls are 
becoming converted to the fact that a half size or even 
a whole number makes little difference in the appear- 
ance of a shoe, but how different one feels at the end 
of the day when a size seven foot has not been squeezed 
into a size six shoe. The modern tendency toward 
indulging in sports, the Girl Scout movement, articles 
of health and hygiene, all have their subtle effects in 
influencing the customers to select shoes of correct size. 
Therefore they respond readily to suggestions from 
salesmen that shoes of the proper size both feel and 
look better than tight ones. 


The French Booterie in Knoxville devotes eee Mr. Carver emphasized that he likes to have his cus- 
attention to its window displays, some of which have [TURN TO PAGE 50, PLEASE] 


won prizes in national contests. 
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BUY as you SELL 


And Avoid Frozen Capital in End Sizes 
The Recorder Stock and Daily Sales Record Helps 
You Do Just That! 


Insures Accuracy of Buying Judgment 





san “If a $5 Gold Piece Falls Thru 
Bene a Crack in the Floor”—is the 
2 title of our instruction brochure 
pia for keeping stock records:— 
Jah eeen Supplied with each order for 
oth titintee the Stock Record System. 














One hour a day keeps your records com- 
plete— 

Every sale and purchase recorded — 
Visible daily turnover and sales report— 
with monthly inventory of each stock 
number— 

Shoes on hand, on order, due, returns, 
transfers in or out from branch stores— 


FOR GROUP OWNED STORES | 


—the Stock Record System used in con- 
junction with the MASTER STOCK 
SHEET and the central office. CONTROL 
FORM, also a COMPARISON FORM for 
sales of total pairs by seasons and years, 


i! iy gives the merchant-owner complete stock 


7. control with style and sale trend. 





eee Complete Working Outfit $7.25 
(West of Denver........ $7.75) 


Consists of: 
Black Cloth binder—1114” x 13%4”...... $2.00 
OR: DeLuxe Imitation Leather.......... 2.00 
100 Daily Sales and Stock Sheets, (Form 

| ized # 100) and 1 Comparison Form 

, 2 Inventory Pads (100 sheets) 

"se enene 2 Buying Order Pads (50 sheets) 

(or 4 of each, as preferred) 

1000 Carton Tickets and Clips.......... 2.25 


Above, not including Carton Tickets.... 5.00 
(West of Denver $5.50) 








Postage Prepaid—Check with order, please, unless 
C.O.D. Shipment is preferred. 
Orders filled for any forms preferred. 
(New Revised Fifth Edition) a 
Your choice of DeLuxe flexible imitation leather binder shown above, Shoe Carton Tickets and Clips: 
or—Black cloth binder below. 
Quantity Pri 
ae Sales A Stock Sheets (Form No. 100).......eceseeee. $9.00 
PROFIT CHARTS—25c. each; an accurate method of figuring 


selling prices. 
WRITE FOR OUR FREE BOOKLET ON STOCK-TURN. 


MERCHANTS SERVICE DEPARTMENT 


Boot and Shoe Recorder 


209 So. STATE STREET CHICAGO, ILLINOIS 











PUBLIC 


















President, New York State Shoe 
Retailers Association 


‘SHOE retailers of the state of New York gathered in 
Albany this week in goodly numbers for their annual 
convention, discussed the state of the shoe trade pro 
and con, and, in the main, pronounced it good. 

Reflecting the viewpoint of an important cross-section 
of the retail shoe trade, these New York State merchants 
made it clear that they are not in the least disturbed 
by wars or rumors of wars, by stock market movements 
or even by the day-to-day changes in the leather market. 
They are selling more shoes than they sold last year, and 
they expect future business to be even better. They 
have raised prices to cover the advance in wholesale 
costs, and except in the case of a few lines, such as 
children’s shoes and one or two popular price ranges, 
they have encountered small resistance from their cus- 
tomers. They do not look for lower labor costs or 
substantially lower prices in the leather market. There- 
fore, they anticipate that the shoe business of the 
coming season will be done at current price levels, or 
perhaps a little higher. 

Stylewise, so far as women’s shoes are concerned, 
the story is suedes, and mostly black suedes. One 
Buffalo shoe merchant told your correspondent they 







- 
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ACCEPTS HIGHER PRICES 


S hoe Retailers Attending New York State Con- 
vention Report Little or No Resistance from 
Customers—Albany Merchant Heads Associ- 
tion and 1938 Meeting Goes to Syracuse. 





New Officers Elected 
1937-38 


President....... .Ernest A. Beaumont, Albany 
Ist Vice-President. John R. Laycock, New York 
2nd Vice-President... .. James Bennett, Auburn 
3rd Vice-President. _Edward Flynn, Niagara Falls 
4th Vice-President... .A. Spencer Hughes, Utica 
Chairman of the Board. . John Slater, New York 
Treasurer ...._........ Leslie Gardner, Oneonta 
Secretary. ........ Harry A. Chase, Rochester 
New Directors. .J. W. Mills, Schenectady; Harry’ 

Weiss, Utica; Arthur Sauter, Utica 








account for 80 per cent of his volume right now, on 
shoes retailing at $6.75 and more. In the popular 
price stores, likewise, black suedes are way out in 
front. And the merchants, it seems, would like to 
prolong this state of affairs. In the style discussions. 
some expressed the opinion that with the first snowfall, 
suedes are due to pass out of the picture because 
customers feel their appearance is injured -by wear 
under galoshes. Other retailers challenged the basis 
for this superstition, and thought that the time had 
come when merchants should continue to offer and 
promote suedes right through the Winter and into the 
Spring season. 


THESE were some of the interesting highlights—de- 
veloped in the various open forum discussions, which 
accounted for most of the program at this convention. 
Otherwise, the meeting ran true to the usual pattern. 
On Sunday evening the Board of Directors held its cus- 
tomary meeting at the Ten Eyck Hotel, with President 
Harry H. Phelan presiding and with all but a few 
[TURN TO PAGE 44, PLEASE] 
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HOT AS 





once it is shown. - 


ity, get in touch with 


@ Patented Construction. 
@ Gay Mexican Colors! 
@ Moderately Priced. 


@ Nothing else like it! 





PAPRIKA 


SOMETHING NEW...entirely different ...everybody will seize with gusto 


Ferncraft of Hollywood originated it...manufactured by Ferncraft of Mexico. 


Ask your Ferncraft salesman to show it to you NOW. Place your orders at 
once for early delivery. If there is no Ferncraft representative in your vicin- 





2847 S. Grand Ave. 
LOS ANGELES 





A 
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A very important part of any slipper 
business is the wool and lambskin 
variety. Such a slipper makes an ideal 
all year ’round promotional item and 
is in no sense confined to Winter wear. 
It is cool and extremely light and yet 
by its appearance, it looks and feels 
warm on the coldest Winter night. The 
manner in which it clings to the stock- 
inged foot makes it particularly de- 
sirable in scuff patterns. The best of 
these shoes comes in a specially attrac- 
tive gray electrified wool, a process 
which makes the nap very soft and 
fine to the touch, giving it a very lux- 
urious appearance. Shoes of this ma- 
terial are particularly adaptable to 
the cozy or scuff types. Lambs’ wool in 
the natural state, with the flesh side 
out, are developed in most of the ac- 
cepted patterns and in an exceptional 
variety of colors. 

As to color, for years browns led 
all leather slippers by a wide margin. 
This year Burgundy is creeping into a 
strong second place and is followed by 
blue. There is every indication that 
Christmas will see Burgundy out in 
front of all the colors, with the pos- 
sible exception of blue. Combinations 
in stripes and intricate patterns are 
increasing. There is a tendency to- 
ward better grade slippers and many 








Sell Slippers for Men to Men 


[CONTINUED FROM PAGE 21] 





MERCHANDISE SOURCES 


Shoes left to right in the photograph on 
the left hand page. 


A mouse gray electrified wool pattern, a 
brown sheepskin with electrified wool 
collar, natural. sheepskin trimmed with 
British tan, a particularly well fitting 
item in wine and lined with lambskin, and 
a mouse gray electrified wool scuff. All 
from the Johnstown Wool Shoe Co. 


The small illustration on the right hand 
page. 

Wine colored kid opera. From L. B. 
Evans’ Son Co. A gray felt opera, a wine 
colored calf mule with thong lacings on 
bal line and sole in a soft sole slipper 
and a blue kid opera with a soft sole. These 
three slippers from Daniel Green Co. 


Large illustration, right hand page. 
A group of novelty types featuring stripes 


and lacings in mules, a tan kid cavalier and 
in the lower right hand corner, the Slip- 
porshu. All from L. B. Evans’ Son Co. 





buyers who have placed orders on low 
grade slippers have come back in the 
market with substantial orders for 
high grade merchandise. The reason 


for this is that it is almost impossible 


te get the attractive finish and color 


which are so much in demand and 
which are so much a part of high grade 
merchandise. In practically no other 
item sold in a shoe store is quality so 
apparent as it is in slippers. With the 
increased expenditures for Christmas 
presents, certainly this should be a 
very profitable year to be selling 
slippers. 





Novel School Produces Shoes 


ANTRIM, N. H.—Bench-made health 
shoes, which sell from $6.75 to $65 a 
pair, are being produced by a unique 
educational institution in this town. 
The founder of the enterprise, started 
on an old farm on Douglas Mountain, 
is Edward I. Mathews, former college 
professor and successful Boston busi- 
ness man. 

In making a health study among 
pupils in a nearby junior high school, 
Mr. Mathews, who was then professor 
of the Michigan State Normal College, 
discovered that many ailments and 
hindrances to normal educational prog- 
ress were due to foot ailments. He 
carried out the idea of making health 
shoes in Antrim and in the Homestead 
Guild Schools in Weymouth, Mass., 
where 21 students are now turning out 
about 20 pairs of the health shoes 
daily. The students are self-support- 
ing and become recipients of propor- 
tionate dividends upon completion of 
their apprenticeships. 
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Debutante 
IN-STOCK 


Jewel 
IN-STOCK 


ALL 
IN-STOCK 


R1050 Paisley, Silver 
Metallic Brocade...... $3.10 


R1054 Paisley, Gold 
Metallic Brocade...... 


R 3350 Black Satin...... 


R 3354 White Satin 
Vamp, Crepe Quar.... 2.50 
66 Last, Round Toe, 21/8 
Continental Heel 
AA and B Only 


All Above Also In Stock 
with 16/8 Cuban Heels 


ww OW 


R1074 Paisley Silver 
Metallic Brocade...... $3.10 
R1076 Genuine 
SE badawsinccatebernn 
R 1080 Genuine Gold Kid 3.85 
R 3376 Black Brocade, 
Satin Trim 2. 
R 3380 White Brocade, 
Satin Trim 2. 
R 3384 Black Velvet, 
Satin Trim 2. 
66 Last, Round Toe, 21/8 
Continental Heel 


eeeeeeeeeee 


AA and B Only 
Bows Included Unattached 


All Above Also In Stock 
with 16/8 Cuban Heels 


x WwW WF 


ee CR ARSE IES $2.60 
R 6600 Silver Satin, Sil- 
ver Trim 2.10 
R 6602 Gold Satin, Gold 
PN kc 56 5066s Op eeene 2.10 
R 6604 Dark Paisley 
Cloth, Silver Trim.... 2.10 
R6610 Black Faille, 
Satin Strips 2. 
R6614 White Faille, 
Satin Strips 
R6618 Black Velvet 
Satin Strips 2.1 
66 Last, Round Toe, 21/8 
Continental Heel 
AA and B Only 
All Above Also In Stock 
with 16/8 Cuban Heels 


steer eweeeee 


ee eeeeeeee 


SEND FOR A COMPLETE BULLETIN 





HANNAH SONS of MAVERHILL 
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Need for Price Readjustment Seen at 
Buffalo Show 





Among those in this group photo taken at the Buffalo 
Shoe Show are: Harold Davis, Hunn Shoe Co.; B. Undang, 
A. Meltzer Co.; F. A. Briggs, Friedman-Shelby Shoe Co.; 
Henry Umiker, Nathaniel Fisher Co.; Nat Goldman, M. 
Gurvitz Shoe Co.; Harry Levinson, Hannahson Shoe Co.; 
Morris Shocket, Star Shoe Co.; Joseph Shalbant, Levey 
Bros.; Harry J. Glassman, Julius Goldstein & Sons; T. 
Nelson Adams, D. Myers & Sons, Inc., and J. H. Stauffer, 
B. F. Goodrich Co. 


BurraLo, N. Y.—While salesmanagers and salesmen 
reported that a very gratifying volume of business was 
written at the second Buffalo Shoe Show, at the Hotel 
Statler, September 26 and 27, the meeting afforded an 
opportunity also of discussing present trends in the 
trade. 

The discussions that took place were all of an in- 
formal nature and varied somewhat according to the 
complexion of the groups. The general consensus of 
opinion as expressed by retailers and salesmen alike 
was that business during the Spring and Summer was 
exceptionally good and that the margin of profit real- 
ized was satisfactory. Since Summer, price decreases 
by some of the chains have changed the general pic- 
ture somewhat, insofar as profits are concerned. These 
decreases came at a time when many independents 
still had orders on the books of their supply sources 
which were written at a higher price level than now 
prevails and in order to meet competition, the re- 
adjustment of prices, where necessary, will be at the 
expense of profits. Women’s and children’s shoes are 
more affected than men’s which in general remain 
fairly stable in price. 

The buying at this show reflected this state of affairs 
in greater or less degree, depending on the retailer 
and the particular conditions in his community. There 
were more than the usual demands for closeouts in 
women’s shoes to meet the price selling of the chains, 
but men’s shoes continued to have a steady demand 
with quality a greater consideration than price. 

Many of the 513 visiting retailers, all from New York 
State, said that during the Spring and Summer their 
volume was better than at any time during the last 
five or six years. 

The general picture of the shoe business at this 
time was said to be sound and healthy by the ma- 
jority of those who expressed opinions. While some 
retailers may have some of their expected profits cut 
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somewhat in the adjustment of goods bought at a 
higher level for sale on a market of a somewhat re- 
duced level, the fact that all prospects point to a Fall 
business of greater volume than for many years is 
expected to increase the number of units sold. While 
the profit per unit may not be as much as justified by 
the wholesale cost of the shoes bought earlier in the 
year, the greater number of units sold will, it is be- 
lieved, maintain profits in good shape. 

The representatives of the different lines were all 
located on the third floor of the Statler Hotel during 
the show so that the retailers could go from one line 
to the next without trouble. The event was strictly a 
business show with no social diversions of any kind. 
The shoe salesmen decided to have the next show in 
January or February, probably the latter month. 

Those who exhibited were: Best Shoe Co., Boston; 
Bond Shoe Co., New York City; Central Shoe Co., St. 
Louis; Crescent Shoe Co., New York City; Davidson 
& Fortune Shoe Co., Nashville; Diamond Shoe Co., 
New York City; Fashion Bilt Shoe Co., Pontiac, Mich.; 
Freeman Shoe Co., Beloit, Wis.; Friendly and Frank 
Jarman Custom Shoes, Nashville, Tenn.; M. Goldman 
Shoe Co., Boston; S. L. Goldstein, Boston; Julius 
Goldstein & Sons, Boston; Golo Shoe Co., New York 
City; Hannahson Shoe Co., Haverhill, Mass.; “Hiatt 
Shoe Co., Worcester, Mass.; Hunn Shoe Co., Phila- 
delphia, Pa.; Hutchinson-Winch Shoe Co., Boston; 
Nathan Jacobson, Boston; Levey Bros. Shoe Co., New 
York City; D. Myers & Son, Baltimore, Md.; Nu-Way 
Shoe Co., New York City; L. Pincus Shoe Co., Boston; 
Rogers Bros. Shoe Co., Boston; M. J. Saks Shoe Co., 
New York City; Spector Bros. Shoe Co., Boston; Star 
Shoe Co., Boston; Superior Shoe Co., Boston; Wohl 
Shoe Co., St. Louis; Fischer Shoe Co., New York 
City; Wear-Ever Slipper Co., Norwalk, Conn., and 
Better Silk Hosiery Mills. 


Merry, Merry Christmas in the Air 
[CONTINUED FROM PAGE 25] 


but for Christmas the dressy kind sells best. Silverized 
or white rubber, white brocade, white and dark velvet 
—any of these, with or without fur—all make a woman 
feel as festive as Cinderella on her way to the ball. 
Put a pair of them in a transparent box, tie with a 
wide red ribbon, and see how long it will stay on your 
display case. 

For the college girl, always in a hurry going some- 
where, a special type of shoe, such as the two illus- 
trated, will be a welcome gift. Such a shoe can be 
worn anywhere on or near the campus in all but the 
stormiest weather. Comfortable to slip on, too, after 
skiing or skating. 
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YOU WOULDN'T WRAP SHOES 
IN A SACK! 


Yet a string-tied bundle is not much better. 
It is sloppy, awkward and old-fashioned. A 
National Package Sealer tapes the shoe 
wrapping neatly and swiftly. It saves the 
customer’s disposition, the clerk’s time, and 
goodwill and money for you. 


Countless wasted wrapping minutes are 
converted into opportunities for clerks to 
suggest other items — hose and polishes — 
to customers in a buying mood. Thousands 
of shoe stores are among the three-quarters 
of a million retailers that are using the 
National Package Sealer. A trial will prove 
it to be the most economical method of 
wrapping your shoe packages. 








TAPAK — For the same reason food prod- 
ucts ere put in sealed containers, Itstix Tape 
is packed in the patented Tapak 

(orange color), Each coilisindividually pro. 
tected by moisture-proof paper. You receive 
and can keep it as fresh as the day it was 
made. .. . Yardage, weight and strength are 
guaranteed. Fresh Itstix Tape attractively 
Printed is advertising at very small cost. 








Nafiona. Pcie SEALER 


NASHUA PACKAGE SEALING Co} NASHUA, N. H. 


(1) Send National Sealer on Trial. []Circular . [] Representative 





FIRM 





ADDRESS 








YOUR NAME 
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3050 
WOMEN'S CORDUROY SCUFF 





4770 
WOMEN'S LEATHER SOLE D'ORSAYS 


‘ 


Padded and leather soles. 

Fine kidskin, corduroy and velvet 

uppers. 

Crepe, satin and leather linings. 

Electrified shearling, rabbit fur 

and Astralak kid trimmings. 

» Stocked in all popular colors and 
authentic fs a leather soles in 
widths. 

» Outstanding in combined style 
and comfort. 

> Priced at $1.45 to $2.35. 


ASK FOR OUR NEW “VOLUME 
37" CATALOG—illustrating 


| our complete line of _ 


. 


¥ 


> 








p 


women's and children's 





SWAN SHOE COMPANY 


INC. 
2700 AIKEN STREET 


BALTIMORE, MARYLAND 


~~ 
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Christmas Atmosphere in the Shoe Store 


[CONTINUED FROM PAGE 30] 


There are a great many ways in 
which a holiday promotion of this char- 
acter can be carried out. Some very 
effective ideas are suggested in the 
article on “The RecorpDER Christmas 
Store,” elsewhere in this issue, and 
these are suggestions that can be 
adapted to the use of almost any shoe 
store, whether it be large or small. The 
smaller shoe stores still make use of 
Santa Claus, and get a lot of=Christ- 
mas publicity by having him present 
in person, in the window or inside the 
store. Christmas trees are always 
effective, and there seems to be just 
about no limit to the way in which the 
Christmas tree theme of decoration 
ean be worked out. 

Witness, as an example of this, the 
sumptuous Christmas tree of ostrich 
feathers illustrated at the beginning 
of this article, which was used last 
year on the steps above the shoe de- 
partment of the Neiman-Marcus store 
in Dallas, Tex. Unveiling of the lovely 
tree, which was illuminated with colored 
lights, was one of three surprises at a 
new kind of Christmas gift and style 
show held before an invited audience 
of several thousand patrons. There- 
after the tree formed a center of in- 
terest throughout the holiday season 
and by its location it served the prac- 
tical purpose of attracting a lot of 
people to the shoe department. At the 
unveiling of this tree, suggested Christ- 
mas gifts were presented in a novel 
manner by the store’s staff of manne- 
quins, who paraded through the shoe 
department where the showing began. 
For instance, one group of models in 
boudoir ensembles carried a garland 
of holly in daisy chain style, from 
which dangled colorful boudoir slip- 
pers. 


A, second Christmas tree, unveiled 
as a glistening surprise decoration, 
was a ceiling-high tree of candy, striped 
in red. This tree was located in the 
sports shoe division of the shoe depart- 
ment, and was visible from the street 
through the floor-length plate glass 
window that makes up one side of the 
shoe quarters. A third spectacular fea- 
ture in this Neiman-Marcus decorative 
scheme was a tall and imposing Santa 
Claus covered with red cellophane. At- 
tractive Christmas window decorations 
and special advertisements completed 
this very effective plan of holiday pro- 
motion. . 

It isn’t necessary to be in the “big 
store” class, however, to build Christ- 
mas business on shoes, slippers, hosiery 
and the many accessory items that shoe 


‘stores sell. There are scores of neigh- 


borhood and suburban shoe stores ad- 
joining the large cities, and other stores 
in moderate sized communities, that 
have learned by experience how it is 
possible to attract enough extra gift 
business to make December a record 
month for the entire year. The writer 
has in mind a suburban store of. this 
type that employed, as its principal 
advertising medium in _ developing 
Christmas trade, a house publication 
of its own which illustrated and 
described the various gift items and 
was circulated by mail to a list made 
up from a canvass book supplied to 
party workers at election time, and 
containing the names and addresses of 
all of the registered voters in the wards 
that comprised the store’s territory. 
Having been prepared only a few weeks 
before, this list was as near 100 per 
cent accurate as any list could be, and 
the simple four-page folder, with Christ- 
mas border and plenty of illustrations, 














“It’s mating season for shoes and bags”’ was the caption used by Potter’s 
of Cincinnati in this attractive window to promote the shoe and bag 


idea as important in the making of a successful Autumn costume. 
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did a bang-up job in bringing the cus- 
tomers in. Also it afforded an oppor- 
tunity for the store to advertise the 
styles and types of shoes most in de- 
mand at that season, and thereby gave 
a good stimulus to the store’s regular 
shoe business. 

Outside of the category of Christmas 
windows but illustrating the splendid 
promotional possibilities in accessories, 
particularly handbags, when closely re- 
lated to shoes, is the accompanying 
window, whose theme song was the 
clever caption: “It’s Mating Time for 
Shoes and Bags.” This window was 
based on the importance of these acces- 
sories in the making of a successful 
Autumn costume. An analysis of its 
construction details shows how simply 
such a display can be built. Three large 
discs, cut from wallboard, were covered 
with rust, green and wine fabrics, 
representing favorite Autumn dress 
shades. On the rust disc were placed 
green shoes and bags to show a smart 
contrast. On the green disc, brown 
and multiple color accessories were 
placed, while on the wine color disc, 
black shoes and handbags were dis- 
played. Hosiery was judiciously worked 
into the scheme as being an important 
factor in building up a fashion-right 
costume. The background of the win- 
dow showed the actual shoes and bags 
mounted in position within the circle, 
with a large, realistic bunch of grapes 
at the side to give the presentation an 
Autumn tone. 

This window, according to Potter’s, is 
but one of many that have been worked 
out with some such central theme and 
with the merchandise appropriately co- 
ordinated to tell a fashion story. It 
represents a unification of ideas which 
tends to put over the accessory idea and 
to make any woman vitally conscious 
that accessories are all-important this 
season. 


To Open New Store 


ALBUQUERQUE, N. M.—A. J. Ridlon, 
Trinidad, Colorado, has taken a lease 
on a store room in the new Coors Build- 
ing at 417 West Central, where he 
plans to open a shoe store. Mr. Ridlon 
has operated a shoe store in Trinidad 
for 20 years and before that was con- 
nected with the shoe business in Boston. 
Mr. Ridlon said he will continue to 
operate his Trinidad store. The store 
will handle only higher grade shoes. 


Shoe Department Remodeled 


JACKSONVILLE, Fia. — The fourth 
floor shoe department of Levy’s store 
here, devoted exclusively to women’s 
shoes, has been refurnished through- 
out, with all modern furnishings, ac- 
cording to an announcement of H. L. 
Holbrook, buyer and manager of the 
shoe departments at Levy’s. 

Included in the changes, the depart- 
ment has been carpeted with cream- 
colored broadfelt trimmed in blue, and 
chromium air-cushioned chairs. 








Lite 500 Met 


For High Arches 


THE 


STABILIZER 


Balanced Control 


For Low Arches 














with the acceptance and 
prestige that the Racine 
Doctor Line is enjoying. 


No. 2200 
No. 2250 


Here is a merchandising 
natural that enables you 


to fit all types of men’s feet 100% 
better than ever before. Scientifically 
correct for high or low arches, the 
Doctor Shoe and the Doctor Stabilizer 
have Names, Styles and Features. They 
build Foot Health for Men. And for you 
a successful selling program. May we 
send additional information? 


No. 2200—The Doctor 
Shoe for High Arches. 
A two-piece metal arch 
support combining a 
rigid member for the 
transverse arch, and a 
semi-flecible member 
for the anterior arch. 
The bandage grip up- 
per completes the anug, 
comfortable fit. 


No. 2250—The Doctor 
Stabilizer — Balanced 
Control for Low Archea 
features a light-weight 
spring steel shank, 
moulded leather oscal- 
sis stabilizer and cu- 
boid balancer. All su- 
perimposed firmly in a 
pegged arch. Protective 
and Comfortable. 


THE RACINE SHOE MANUFACTURING CO., RACINE, WISCONSIN 


Manufacturers of Men’s Fine Shoes to Retail $4 to $10 
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a soft comfortable Kangaroo style 
with Connolly’s 
CORRECTIVE ARCH 


Construction 


@ 2 @ 


4 © © D 


FOR INDIVIDUAL FITTING 


Real Comfort by means of an 


Adjustable Metatarsal Pad 


(CORRECT 
(MARCH 


1. The moveable metatarsal 
pad can be adjusted to meet 
any fitting need or can be 
entirely removed. 

2. The lengthened firm, 
comfortable counter pro- 
vides additional support, 
and, 

3. at the heel. the counter is 
shaped to prevent rubbing. 
4. Flexible Full Grain Oak 
Leather Soles. 

5. The metatarsal Pad is a 
resilient sponge compound 
which provides cushioned 
comfort. 

6. The special steel tem- 
pered shank is a strong flexi- 
ble support for the arch. 

7. Cushioned sponge for 
comfort at the heel where 
shocks and jars are absorbed. 


The shoe illustrated, No. 
7326 is genuine Australian 
Kangaroo, Cambridge Last. 


IN STOCK 
‘AAA to EEEE—5 to 15. 


CoNNOLLY 


SHOE COMPANY 
Stillwater, Minnesota 


Manufacturers of Men’s Fine Kangaroo and Kid 
Shoes Exclusively 
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[CONTINUED FROM PAGE 38] 


members present. Association business was transacted 
and afterward there was an informal discussion of style 
and merchandising trends and conditions confronting 
the shoe business. 

Open forum discussions featured the Seilihia meet- 
ings on Monday and Tuesday, and took up the entire 
forenoon of each day, the afternoon being left open 
to permit retailers to inspect the lines of the various 
manufacturers whose representatives were in atten- 
dance. Arthur D. Anderson, editor of Boot AND SHOE 
RECORDER, conducted the open forum Monday, and the 
principal speakers were F. Paul Riley, executive man- 
ager, Walk-Over Shoes, on “News of Shoes in New 
York,” and John Slater, chairman of the board of the 
association, on “Style and Its Dangers.” Both addresses 
will be published in early issues of the RECORDER. 

John R. Laycock, vice-president, presided at Tues- 
day’s forum, with Harold R. Quimby, editor of the 
Shoe Style Digest, in charge of the discussion. Lee 
Langston, executive vice-president of the National Shoe 
Retailers Association, spoke on “Organizing an Indus- 
try,” and Miss Ruth Kerr, style analyst of the Calf 
Tanners Association, on “Trends Today Indicating 
Styles of Tomorrow.” 

At Monday’s session, Jesse Adler, association direc- 
tor, of New York, introduced Myron Wolf, of Cincin- 
nati, who asked the convention to go on record in favor 
of adequate protection for American shoe workers and 
retailers against competition of cheap foreign-made 
goods in connection with the proposed trade treaty 
with Czechoslovakia. 

The merchants gathered at Monday’s open forum 
session confirmed by a show of hands the expression 
of the directors the night before that there is little 
customer resistance to advanced shoe prices to date. 
All of the shoe men present indicate that they have 
advanced retail prices to conform to the higher costs, 
and none of these merchants have announced any 
reductions since the increases were made effective. 


Miss Kerr, in her fashion talk Tuesday, covered the 
entire range of style and touched upon women’s, men’s 
and children’s styles. So far as women’s fashions are 
concerned, she stressed the fact that this season, the 
shape is more important than the color, while in 
men’s shoes the situation is exactly opposite. She 
believes suedes will continue to sell but advised the 
promotion of colors to go with black. Gabardines 
can be promoted as early as December, said Miss 
Kerr, and smooth leathers, including patent, can be 
promoted at the same time. The evening shoe busi- 
ness will be of special importance in the next six-weeks, 
she reminded the shoe men, suggesting as _particu- 
larly practical the type of evening shoe that is a cross 
with an afternoon formal type, such as the evening 
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Higher Prices 


slipper with bands about the ankle. For the younger 
set, practicability for dancing is an important point 
to consider. 

In men’s shoes, Miss Kerr stressed the importance 
of the new ruddy browns and the brilliant darker 
browns. 

Mr. Langston’s talk on organization was brief and 
pointed, reviewing some of the important services 
rendered by the national association, and its progress 
during the past year, particularly in the matter of 
building a close knit organization through chairmen 
in the various states. and in 550 cities where local 
chairmen have been named. He thanked the New 
York State group for their continued cooperation. 

One of the principal resolutions adopted before 
adjournment urged that the Federal Government in- 
crease the tariff on Czechoslovakian shoes, basing 
such increase on the American selling price of like 
shoes made in this country. 

Other resolutions mourned the passing since the 
last convention of J. Edgar Burke, of Ogdensburg; 
George M. Frary, of Medina; Floyd T. Brown, of 
Watkins Glen, and John Strootman, of Buffalo. Al- 
bany retailers were thanked for their work in. put- 
ting on the convention and the work of the National 
Shoe Retailers Association was endorsed. 

The annual banquet was held Monday evening in 
the ball room of the Ten Eyck, with Ernest A. Beau- 
mont of Albany, the new president, as toastmaster. 
Speakers included John Boyd Thacher, Mayor of 
Albany, who voiced the city’s welcome; Everit B. 
Terhune, president of Boot anp SHOE RECORDER, 
whose topic was “This Whirling World,” and Rev. 
Gould A. Leichliter, Toronto, who gave a powerful 
inspirational address on “Truth That Lies.” 

Syracuse and Buffalo were warm contestants for 
the 1938 convention, but Buffalo generously withdrew 
its claim and Joseph A. Schaetzer of that city made 
the motion at the directors’ meeting Sunday night 
that led to unanimous selection of Syracuse. 


Greenwood Opens Unique Store 


Wuittier, Catir.—Murray Greenwood, who oper- 
ates the Murray shoe stores in this city and at 4731 
Whittier Boulevard, has changed the name of the store 
in this city to Greenwood’s. This was done to avoid 
any confliction with the Murray group of shoe stores 
which are under an entirely different management. This 
new store is one of the most unique in the country in 
design, it being shaped like a door keyhole. A hosiery 
department on one side and a hand bag counter on the 
other, then a wide circle of seats around the circular 
sides of the store gives it a most novel and pleasing 
appearance. Nat Greenwood, a brother, is manager and 


he is assisted by Roy Gilbert. 





THE PORTFOLIO 


(o} may Senta a 


STORE FRONTS 


Pe ee ee en ee 


u ZOURI Store Fronts 
Niles, Michigan 


Please 


of Store Fronts. 


I NAME 





LET US HELP YOU 
BOOST SALES NOW 
WITH A NEW ZOURI 
STORE FRONT 


@ Here is an unusual portfolio 
with many interesting illustrations of Zouri Rust- 
less Metal Store Fronts for various types of 
stores. Send for it today. There is no cost or 
obligation... and you are certain to benefit 
from the sound, sales-building ideas it gives you. 


MAXIMUM GLASS PROTECTION 


To be safe, plate glass must be handled and 
HELD with care! That's why the new ZOURI 
Extruded Sash and Bars as well as the famous 
Rolled Safety Key-set Sash and Bars are de- 
signed to provide a FULL CUSHION GRIP on 
glass. This important feature assures maximum 
protection against the danger and expense 


of glass breakage. 


ZOURI STORE FRONTS ° NILES, MICHIGAN 


rush my copy of your new Portfolio 





J ADDRESS 
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Our latest development — Diamond Brand Fast 
Color Eyelets with Aluminum barrels — are now 


available to shoe manufacturers in a wide selec- 





tion of standard colors and sizes. , 
These new eyelets merit the consideration of 
manufacturer and retailer alike. ‘ 
UNITED FAST COLOR EYELET COMPANY } 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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THIS WEEK IN THE SHOE TRADE 
SATURDAY, OCTOBER 9, 1937 


NATIONAL NEWS 





George F. Johnson Protests Trade Treaty Production Continues Gain 





Answers Secretary Hull with Vigorous Statement Defending 
Truth of Workers’ Plea, Branded as “‘Propaganda’”’ 
by the Secretary of State 


JOHNSON City, N. Y.—The fight of 
American shoe manufacturers, shoe 
workers and retail shoe merchants to 
protect the industry from disastrous 
cheap labor competition threatened in 
the proposed reciprocal trade treaty 
with Czechoslovakia assumed the im- 
portance of front page news and be- 
came the subject of metropolitan news- 
paper editorials this week when Secre- 
tary of State Hull characterized a 
protest of Endicott Johnson shoe work- 
ers as “propaganda” and declared that 
the American shoe industry would 
benefit from adoption of the treaty. 

To this statement, George F. John- 
son, chairman of the board of the Endi- 
cott Johnson Corporation, replied with 
characteristic vigor and promptness: 

“If Secretary Hull wants to call it 
propaganda,” said Mr. Johnson, “let it 
go at that. It isn’t propaganda, how- 
ever, in the sense he means it. It is a 
simple statement of fact. It is the 
truth. If we are going to help the ad- 
ministration into a better and happier 
day for the man in the center of the 
street, we must have protection against 
the pauperized labor of Europe and 
Asia. 

“Secretary Hull proposes to lower an 
already low tariff. We want it raised 
so that we can pay better wages and 
help solve the administration’s problem 
of helping the under dog. Endicott 
Johnson workers have led the way in 
going along with the administration 
and we are still leading the way. But 
we can’t continue to go along with this 
same administration which has advised 
us to improve the condition of the labor- 
ing man if they make it harder all the 
time to meet unfair competition from 
abroad. 

“Big buyers are asking us to cut 
wages and compete with nations abroad, 
but we aren’t ready to do it. We are 
losing orders every day. Only a week 
or so ago we submitted a bid on a $350,- 
000 order from a Chicago mail order 





DATES TO REMEMBER 


Monthly Shoe Buyers’ Days, Chicago 
Shoe Travelers Association, Hotel 
Morrison, Chicago, IIl...Oct. 25, 26, 1937 


Spring Style Opening Shoe Fashion 
Guild of America, Hotel Biltmore, 
New York Nov. 1, 2, 3, 1937 


Shoe Club of New York Annual 
Dinner-Dance, Hotel McAlpin, New 
November 6, 1937 


Boot and Shoe Travelers Association 
of New York Stag Dinner, Grand 
Ballroom, Hotel Roosevelt, New 
York City November 2, 1937 


National Shoe Fair, Hotel Stevens, Chi- 
cago, Ill. ...... ... Jan. 3, 4, 5, 6, 1938 


Northwestern Shoe Retailers Regional 
Association Annual Convention-Ex- 
position, Hotel Radisson. Minnea- 
polis, Minn. .... Jan. 9, 10, 11, 12, 1938 


Joint Convention and _ Exhibition 
Southwestern Shoe Travelers Asso- 
ciation and Texas Shoe Retailers 
Association, Fort Worth, Texas 

Jan. 9, 10, 11, 12, 1938 


Michigan Shoe Dealers Association 
Annual State Convention, Hotel 
Statler, Detroit, Mich. 

January 9, 10, 11, 1938 


Indiana Shoe Travelers Association. 
15th Annual Convention, Claypool 
Hotel, Indianapolis, Ind. 

Jan. 16, 17, 18, 1938 


Southern Shoe Exposition, Miami- 
Biltmore Hotel, Coral Gables, Fla. 
Jan. 17, 18, 19, 1938 


Middle Atlantic Shoe Retailers Asso- 
ciation Annual Convention, Benja- 
min Franklin Hotel, Philadelphia, 
Bei edekeccteus February 13, 14, 15, 1938 





house. We offered to fill that order at 
cost, merely to keep our workers busy 
at a fair wage and not one cent of 
profit to us. We lost that order to a 
foreign concern. Is it propaganda to 
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PRODUCTION OF BOOTS, SHOES, AND | 
SLIPPERS, OTHER THAN RUBBER 


MILLIONS OF AUGUST 1937 
PAIRS 
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Washington, D. C.—Shoe production 
in the United States continues to show 
a gain in the period from January to 
August, inclusive, over the correspond- 
ing period last year, according to the 
latest figures released by the Bureau of 
the Census, Department of Commerce. 
In this period this year, 305,288,879 
pairs of boots, shoes and slippers, other 
than rubber, were produced, a gain of 
12.8 per cent or 34,675,905 pairs over 
this period last year. 

August figures, totaling 38,484,461 
pairs, is an increase from the preceding 
month, July of 10.7 per cent or 3,728,- 
734 pairs but a decrease of 5.4 per cent 
or 2,183,746 pairs from August, 1936. 

In the eight-month period, January 
to August, inclusive, this year, increases 
were shown in every line of footwear. 
Men’s dress shoes, of which 56,531,328 
pairs were produced during this period, 
showed a gain of 12.6 per cent; men’s 
work shoes, 18,400,326 pairs produced, 
a gain of 12.9 per cent; women’s shoes, 
114,992,277 pairs produced, a gain of 
2.7 per cent; youths’ and boys’, 12,291,- 
222 pairs produced, a gain of 18.6 per 
cent; misses’ and children’s, 25,791,390 
pairs produced, a gain of 6.3 per cent, 
and infants’. 16,949.268 pairs produced, 
a gain of 20 per cent. 





tell these truths? It strikes me that 
this country needs more propaganda of 
this kind—more truth-telling. 

[TURN TO PAGE 61, PLEASE] 








Returns from Tour of Orient 


Los ANGELES, CALIF.—A. J. Cook, 
of the firm of A. J. and J: R. Cook, 
Inc., tanners agents, with offices in 
San Francisco and this city, has just 
returned from a six months’ trip to 
the Orient. The firm has established 
agencies and connections in the Far 
East, and this trip was directed not 
only to direct selling but also to 
strengthening these connections. Reup- 
ing, Allied Kid, Seton, Richard Young, 
Eagle Ottawa and Huch tanneries are 
represented by this firm. 

There has been a considerable growth 
of tanning in both China and Japan 
during the past few years, with the 
Japanese tanning many different kinds 
of leathers for all purposes. China, 
Mr. Cook finds, is still making only the 
cheaper sole and upper leather for 
low grade shoes. Most of the high 
grade kid, cordovan, and nearly all the 
good calf leathers are now being sold 
to Eastern markets by Central Euro- 
pean tanners. 

There is a distinct call for all types 
of American styled shoes in the Orient, 
which can be attributed to the influence 
of the movies, Mr. Cook reports. 
Manila and nearby territory are very 
insistent on American styled footwear. 
The Chinese people, except the younger 
set in large cities where movies have 
a foothold, are still adhering to the 
old style shoes. 
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Attractive Christmas Package 


A set of polishes, in bright, attractive 


cartons, makes a welcome Christmas 


gift. Here is a new line placed on the 
market recently by the Everett & Bar- 
ron Co., which includes black and brown 
shoe wax, saddle soap and wax finish 
paste. 


Sends Home for Shoes 


DuRANT, OkLA.—When the boy who 
went to the big city to make good sends 
back home for his shoes it’s something 
to advertise about. “Pinky” Tomlin, 


1937 


Hollywood star, continues to order his 
boots from Ben Siegel’s Store, here. 
Ben recently reproduced in his adver- 
tising a letter from Tomlin ordering 
another pair of shoes. 


Ralston Named Greiner 
Manager 


CoLumBus, OHI0—Madden G. Ral- 
ston, a graduate of the Emerson School 
of Practipedics, and connected with 
several Columbus organizations, has 
been named head of the shoe depart- 
ment of Greiner’s, Inc., at Fifth and 
Main. 

Earl Greiner, also associated with 
the firm, announces his graduation 
from the Dr. Scholl Training School of 
Master Shoe Fitting in Cincinnati, 
Ohio. 


Weinbrenner Adds to Factory 


MARSHFIELD, WIS.— The Albert H. 
Weinbrenner Co., with headquarters in 
Milwaukee and plants in Merrill and 
Antigo, is erecting an addition to its 
local factory to provide an additional 
20,000 square feet of floor space. The 
local plant has been operating less than 
two years and when the addition is 
completed, it is expected that approx- 
imately 125 employees will be added to 
the payroll. 
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Guild Plans Publicity Schedule 

PHILADELPHIA, Pa.—A meeting of the Philadelphia 
Shoe Merchants’ Guild was held on Friday of last 
week at the Hotel Adelphia, this city, to close up those 
matters which were left open at the last meeting. The 
principal one was completed action upon the advertis- 
ing and publicity schedule designed to acquaint the 
public with the aims and objectives of the Guild as 
an agency for better service to the public. To this 
end a double column advertisement was scheduled to 
appear in each of the four leading Philadelphia news- 
papers, the first on October 6, the others on following 
Sundays, and one on another weekday, the entire 
schedule being completed by October 20. In addition, 
subject matter for news releases was reviewed and its 
submission to editorial offices authorized. 

The advertising copy, with the insignia of the Guild 
at the head, has taken most of its text from the Guild 
constitution. It explains its aims to be helpful to shoe 
buyers and shoe wearers everywhere, and defines its 
function as a service and non-profit organization. To 
supplement this cooperative advertising, the individual 
members of the Guild will stress their membership in 
the organization in their own advertising and promo- 
tions. 

The other important matter taken up for action was 
an agreement that no clearance sales shall be- ad- 
vertised before January 3, 1938. It is understood that 
the usual practice of the Guild will be followed. It does 
not prevent offerings of shoes to the customers of the 
stores by letter or circular at special prices, but it does 
agree that such offerings shall not be made general 
by advertising or window displays such as would 
adversely affect competitors. 

Other matters of interest to the trade were discussed 
informally both at the meeting and during the luncheon 
which followed it. 


New Crosby Store Opened 


SPRINGFIELD, Mass.—A modernized and luxuriously 
appointed new Crosby Shoe Store has opened on the 
site of the former Crosby store at 1550 Main Street. 
The new store, one of the most distinctive of the entire 
Crosby chain, embodies every modern convenience and 
appointment. It is the fulfillment of plans made months 
ago when the fire in the Carlisle building necessitated 
a major renovation of the premises. A complete trans- 
formation has been effected. 

Fixtures, decorations and appointments are of the 
latest and most convenient type. In addition, the air- 
conditioning unit which has been installed, embodies 
every new feature and insures comfort. 

The entire Crosby organization focused its attention 
on the opening, extending every effort to present a full 
array of the new Fall styles. The Crosby hosiery and 
handbag departments have been retained and aug- 
mented in the remodeled store. The new Crosby store 
will continue under the management of M. Winston. 














Page 49 





Quaker City Kid 


KID looks optimistically toward 
lacy themes in slippers for next 
season. Such patterns as those 
above are best interpreted in lum- 
inous kidskin, preferably with 
the fine texture and even tone of 
Quaker City kid. The lattice top 
treatment is a spring first fashion. 


Quaker City Kid, No. 24— 
India Brown 


Quaker City Black Glazed Kid 
Quaker City Sitkid 


QUAKER CITY 
DIVISION 


ALLIED KID COMPANY 
519 West Huntingdon St., Philadelphia, Pa. 
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Between the Merchant... . . the Customer 
. ... . and the Ground 
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The pig that actually 
GOES to market 


SALES DEPT.: 223 W. Lake St., Chicago. BOSTON: Lyman P. Gutterson, 42 Lincoin St. Liberty 1206 


EDGAR S. KIEFER TANNING COMPANY 
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the innersole is the carpet of the shoe—the 
welcome mat that suggests and invites repeat 


Newflex Pigskin Innersoles promote foot 
health and satisfaction. Porous, Pliable and 
Permanent, they allow circulation of air; 
adapt themselves to a snug fit; help the shoe 
retain its shape. Quality Footwear is judged 
as such on the quality of its materials. Ask 
your manufacturer about Newflex Genuine 


Pigskin Innersoles, or write us for samples. 
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WELTING 


In closest contact with the foot, 








Lacings Climb High On 
Paris Shoes 


[CONTINUED FROM PAGE 32] 


tie detail with pump design. The 
stitched band that finishes the top 
crosses in back and turns into the 
ankle strap. This snap fastens under 
the made bow. Schiaparelli’s jade 
green evening sandal, laced like an ox- 
ford, is also cut high on the ankle, 
as is her novel day shoe with its 
shirred “apron” front. 

As much as sandals enter in and 
dominate the shoe scene, chic French 
women are turning to the pump style. 
Patou’s model in his “rouge Florentin,” 
a real currant shade, is typical of the 
high-class pump the Parisienne favors 
today. Spring may see further devel- 
opment along these lines. 


New Wholesale Firm 


for Detroit 


DETROIT, MIcH.—A new _ wholesale 
shoe firm is being established in De- 
troit by Michel Levkovich, under the 
name of the United Slipper Company. 
The new organization is specializing in 
house slippers of all types, selling to 
‘the trade in Detroit and Michigan. 
Headquarters at present are at 240 


Owen Avenue, in the north end of the 
city. 

Levkovich was formerly in the auto- 
motive business, and is a new figure 
in the shoe field. However, his mother, 
under the name of Mrs. Reed, operates 
a slipper specialty store on Gratiot 
Avenue, Detroit, where she has been 
a retailer for the past thirteen years. 
Spot stock is maintained at the new lo- 
cation, for both leather and velvet slip- 
pers, with various specialty lines now 
being represented. 





Interesting Trends in Chicago 


CuHIcaco, ILL.—Black continues to be 
the big word in women’s shoe sales, ac- 
cording to reports from the regular 
monthly Buyer’s Day held by the Chi- 
cago Shoe Travelers at the Morrison 
Hotel, September 27 and 28. Suede is 
still most popular although fabrics are 
also beginning to sell well. Buyers are 
continuing their early Fall tendency to 
buy new patterns and colors in addi- 
tion to reorders on early Fall styles, in- 
dicating that they expect heavy and 
varied buying. Blue is creeping up 
rapidly in color popularity. Other good 
sellers are brown, green, and burgundy 
with a sprinkling of multi-colors. Calf- 
skin, gabardine, and new ribbed fab- 
rics are all doing well. There is a 
noticeable interest in suede and patent, 
and suede and ribbon combinations. 

The best selling styles are side 


buckles, side ties, built-up pumps, pin 
point perforated oxfords, and monk 
patterns. Softies are still good although 
the more firmly built shoes are begin- 
ning to sell. Novelty shoes are still 
going well in the cheaper grades. 
_In the evening shoe field there is a 
definite trend toward black satin, and 
numerous buyers expressed the demand 
of the consuming public for a medium 
height heel. In leisure footwear there 
seems to be an increased sales activity 
in a slipper that can be worn as a 
cocktail or hostess shoe and can serve 
later in the evening for dancing. Open 
toes and open heels are increasing in 
popularity in this type shoe. 





Style and Size Service 
Build Repeat Sales 


[CONTINUED. FROM PAGE 36] 


tomers purchase their hose from Miss 
Jeanice Walker, in charge of the French 
Booterie’s hosiery department, because 
she judges the size of the stockings 
by the number of the shoes sold and 
each patron is thus correctly fitted in 
hose as well as shoes. Unless stock- 
ings are the right size, they may cause 
serious foot troubles which may be 
blamed upon the shoes. Every kind of 
hosiery from that intended for the 
most active sportswear to that for 
formal evening attire is stocked. A line 
priced from 79 cents to $1.00 is espe- 
cially featured. 

A hosiery club enables any patron 
of the store to get a free pair after 
she has purchased a dozen pairs. Prac- 
tically all of the hosiery club members 
get their shoes at the French Booterie, 
hence notices sent to them containing 
enclosures about smart shoes, serve the 
two-fold purpose of advertising both 
hose and shoes. In addition to hosiery, 
Miss Walker sells popularly priced bags 
for all occasions which help to keep the 
customer in the store and provide ac- 
cessories in keeping with the footwear. 

The new shop itself reflects up-to- 
the-minute ideas in style. The exterior 
is constructed to give a modernistic 
effect—it has no windows, only circu- 
lar shadow boxes which display the 
latest fashions in footwear. This is 
an effective way of showing shoes to 
the passing public. At Easter time 
one of these attractively decorated 
shadow boxes won one of the prizes 
offered by Wohl Shoe Company, of St. 
Louis, for unusually effective window 
displays. Large glass doors enable 
one to get a glimpse of the classic 
modern interior, with its shadow boxes 
exhibiting smart styles in shoes. The 
colors used in the decorative scheme 
are royal blue and canary yellow. 

The compact arrangement of a row 
of modern metal and leather chairs 
placed back to back in this small, 
square shop enables the salesman to 
serve all customers comfertably and to 
have easy access to the stock of shoes 
stored on the three walls. 
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Davenport Stores Enjoy 
Good Business 


DAVENPORT, Ia.—With blacks leading 
the field and browns, various shades in 
the wine-color class, and greens follow- 
ing in that order, shoe stores and de- 
partments here are enjoying a brisk 
business and encountering little or no 
resistance to higher prices. 

Several retailers report business 
since July 1 has been 25 per cent ahead 
of last year and one, who was excep- 
tionally well-stocked to meet Fall de- 
mands, disclosed that September sales 
were nearly 50 per cent over those for 
September, 1936. 

Customers are asking for higher 
priced merchandise, shoemen say, and 
one department manager estimated 
that on a recent Saturday three- 
fourths of his business was in items of 
$10 and over. In a basement depart- 
ment in the same store, a price boost 
from $3.95 to $4.85 a pair has brought 
no protest. 

Pumps and high-riding shapes are 
leading in popularity but the school- 
girl fad for low-heeled, crepe-soled 
shoes has taken hold and many of this 
type are being sold to the younger set. 

In men’s shoes, rough leathers are 
popular and business is reported good 
with the same demand for better mer- 
chandise in effect. 





Survey Increases Suggestive 
Selli 

OAKLAND, CALIF.—Suggestive selling 
efficiency of shoe department employees 
at the H. C. Capwell Co., here, was 
recently increased to a new peak 
through a novel shopping survey fol- 
lowed by a special meeting devoted 
entirely to this subject. 

For five days professional shoppers 
worked in the several departments, 
covering every clerk. They reported 
on each, specifying whether or not he 
suggested additional items, whether his 
approach was pleasing, whether service 
was satisfactory, etc. 

The survey showed that most em- 
ployees were not taking full advantage 
of their suggestive selling opportuni- 
ties. This deficiency was brought to 
their attention in personalized discus- 
sions at employee meetings. Employees 
were told how many clerks had not 
suggested items, and where they were 
strong or weak in service. They were 
shown when to suggest and when to 
refrain and were told the importance 
of consistent effort. The presentation 


_was simple, but effectual. 





Frawley to Manage 
Clinton Shop 


New HAvEN, ConN.—William H. 
Frawley, veteran New Haven shoe man 
whose local experience in the field 
totals 30 years, has been named man- 
ager of the Clinton Shoe Shop, 141 
Temple Street, which features Air Step 
and Foot Science health shoe lines. 
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Praises Spring Line 

Cuicaco, Inu.—W. M. Hootkins, or 
Billy as he is known to his many friends 
in the shoe trade, has recently returned 
from the sales convention of the Free- 
man Shoe Corporation where he and 
the other salesmen of the company in- 
spected the new Spring line. In all the 
years that Billy has been with Freeman 
he has always been enthusiastic but he 





W. M. HOOTKINS 


is more so this year as he feels that 
they have the strongest and greatest 
line of Spring shoes that they have ever 
shown. The Bootmakers he considers 
the greatest values in the country, both 
for stock and finish. 


Treadeasy Shop Opens 
in Chicago 

CuicaGo, ILL.—With the opening of 
the new deluxe Treadeasy shoe store 
at 60 East Madison, this block between 
Michigan and Wabash is rapidly be- 
coming a second Chicago shoe row. The 
new store is the first ground level 
Treadeasy shop in the Chicago area, 
the store having just moved from the 
former headquarters on the 11th floor 
of the Republic Building. The shop 
will now go after volume trade and 
will advertise extensively to the retail 
trade through the local papers. The 
shop measures 16 by 24 feet, has blue 
and cream chromium chairs, and has 
a modern black Carrara glass front. 
An especially attractive sign with the 
name of the store in script adorns the 
top front section. Interior decoration 
is in Oriental woodwork. Radium mir- 
rors for handbags were given to all 
women making purchases on the open- 
ing day, September 30. The manager is 
Forest Striebeck. Other stores in this 
Madison Street shoe row are Hanan, 
Cantilever, Physical Culture, Foot 
Saver, Health Spot, and Dickerson. 











Yours---- 
FOR GREATER 


Slipper SALES 


The great Evans Slipper adver- 
tising campaign is yours — for 
greater slipper sales. To get the 
most benefit out of our pro- 
motional efforts — tie in your 
displays with our national ad- 
vertising. When you do—the 
thousands of readers of Life, 
Esquire, and The Saturday Eve- 
ning Post will know where to 
buy Evans Slippers — the slip- ‘ 
pers they have read so much 
about. Evans Quality Slippers 
are in a wide range of prices, 
with over 75 styles in stock 
at the factory. Write for our 
handsomely illustrated in-stock 
catalog. 


Padded soles from Bi 
Turned soles from........ccccccccso: 





L. B. Evans’ Son Co., Wakefield, Mass. 


FEATURED ABOVE 


STYLE 1478 . . Black and Wine 
Kid Opera, turn sole, leather heel. 


*Evans: 
SLIPPERS 
CD ent put tthe batt nas pps 
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Clover Leaf 
METATARSAL PADS 


Any style—leather covered or regular. 
Fastened by tacks or adhesive. Gives you 
an additional sale at a high margin of 
PROFIT—about 50%. Quick turnover. 
Rapid Delivery. With the complete Scott 
line ANY case can be fitted correctly. 
Also made in Felt. 
Leather 
Covered = Re 
Pekaceveyscuecowense $1.00 
y 190 
ikasesecasupustun tit 1.60 ‘80 
ADDITIONAL CHARGE FOR TACKS 
OR ADHESIVE 


SCOTT'S REGULAR METATARSALS 
Sponge Rubber for McKay and Turn Soles. 


Lar, ne $s 
ES aia hibebtet rand 6.30 

Jt neh sc eee aver ees 60 5.40 
Ladies, Small ............45- 50 4.50 


The Complete SCOTT Line 


Makes The Shoe Merchant 
A FOOT-CORRECTION SPECIALIST! 






SCOTT'S TACKED METATARSALS 
installed and adjusted quickly by means of 


sharp anchor tacks. 
Leather Covered Dozen 
em aveetnse t= sarccssesse2 ha fg te 
FF cepiins Gade ee tdaneeea 2.10 22.70 
ORDER TODAY 


Hocegh Shee Stores eb Bag Bam nme 


Wee for Son Beret Lines mei” 
SCOTT FOOT APPLIANCE CO. 














OMAHA, NEBR. 








Modernized Department Increases Sales 
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The newly remodeled women’s shoe salon in the A. M. Jensen Company has shown 
a good increase in sales since its modernization. Reason for this is shown above 
by the attractive invitation the department extends to its women customers. 


WALLA WALLA, WASH. — The wo- 
men’s shoe department in the A. M. 
Jensen Company, here, has recently 
been completely remodeled and mod- 
ernized. Where the general color 
scheme of the interior of the store has 
always been grey and light green, the 
women’s shoe salon was changed to 
light tan with brown trim. 

Fitting chairs are of the modern 
chrome steel type, upholstered in two 
shades of brown leather. The floor is 
covered completely with brown carpet- 
ing. 

Stock is carried behind concealing 
partitions, entrance to which is obtain- 
ed by arched doorways, hung with 
bright multi-colored drapes. Attractive, 
inset display units, indirectly lighted, 
are set into the partitions between each 
doorway and provide ample space for 


featured shoe displays. Porthole dis- 
play cases, above each large display 
case, show one shoe. 

With the remodeling program, the 
department was moved from a line be- 
tween two main aisles of the store to 
a spot in back of the millinery depart- 
ment which is more secluded. Since 
the move, the women’s shoe department 
has shown an increase of 34 per cent 
in sales over the same period in its 
former location. 

Although smaller in floor space, it 
was found in the new location that wo- 
men customers did not mind waiting 
when the department was crowded as 
the seats are arranged in such a way 
that a salesman is always close enough 
to the customer to make her feel that 
she need not wait too long. 








New York Shove Men Hold 
Joint Golf Tourney 


New YorkK-—The joint golf tourna- 
ment, sponsored by the Shoe Club, the 
Shoe Merchants Council and the Boot 
and Shoe Travelers Association, held 
on Wednesday, September 29, was a 
most successful affair from the stand- 
point of the golf and enjoyment in gen- 
eral. The attendance was sadly lack- 
ing, due perhaps to the early outlook 
for the day which gave every promise 
of rain. However, the 50 and upwards 
of shoe men that did turn out were not 
disappointed. The weather later 
cleared off and turned out to be a 
typical pleasant Autumn day. 

Proving that years do not make a 
man old was John Slater, president 
emeritus of the Shoe Merchants Coun- 
cil and president of J. & J. Slater, Sam 
Frank of Frank Bros. and Alfred A. 





Kohn, all in fine spirits and enjoying 
themselves fully at the outing. 

Following a most enjoyable luncheon 
at one o’clock, the golf players set 
forth to do their best (or worst). 

About 5.30 P.M. when all the players 
had turned in their scores, it was found 
that Lou Friedman had taken the hon- 
ors with a low gross of 91. Sam 
Schwartz came close with a 95, thereby 
winning second honors. 

Al Stone took first honors for low 
net with a 69 and Herbert Adler was 
second with 70. 

Dudley McDonald of the Marbridge 
Building donated two dozen golf balls 
and these were won by Sam Schwartz 
and Herbert Adler. A pair of Adler 


shoes was won by Al Stone and a pair 
of Hanan shoes went to Lou Friedman. 
Dave Weissberger who tied the second 
low net score was awarded a pair of 
shoes by Max Deutch. For the high 













OT just good 

shoes but better, 
different shoes with 
vital basic construc- 
tion advantages that 
protect juvenile foot 
health—backed by a 
complete sound mer- 
chandising plan that 
really works. 


If you are interested 
in selling children’s 
shoes you are inter- 
ested in the Pied 
Piper plan. 


Sold on a strictly ex- 
clusive agency fran- 
chise. , 

Write for details — 


and for complete in- 
stock catalog. 
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scorers of the day, a bottle of liquor 
was donated by Murray Green and a 
pair of golf rubbers was given by Jim 
Binder. These prizes went to Percy 
Hart and Maurice Woolf. 

The following is a list of the players 
and their scores: 

Herbert Lehman, 98-14-84; Sam 
Schwartz, 95-18-77; Arthur Livers, 98- 
25-73; Sam Frank, 112-30-82; John 
Slater, 187-30-107; Maurice Miller, 
118-26-92; Jesse Adler, 120-30-90; Her- 
man Schaffer, 122-30-92; Louis Fried- 
man, 91-19-72; Ben Barnett, 99-25-74; 
Al Stone, 99-30-69; Dave Weisberger, 
95-25-70; Bonnie Mermelstein, 116-30- 
86; Len Friedman, 115-30-85; Tom 
O’Brien, 96-20-76; Bob Emmett, 99-17- 
80; Charles Lanchantin, 104-24-80; S. 
Perliman, 104-24-80; Percy Hart, 154- 
80-124; H. Adler, 96-26-70; Jim Binder, 
122-26-96; L. C. Rosenthal, 131-30-101; 
Herman Triebitz, 124-30-94; J. Marcus, 
140-830-110; Ed Brown, 111-30-81; J. 
Abowitz, 131-30-101; R. Goodridge, 
124-30-94; M. Wolf, 154-30-124; I. S. 
Farian, 109-29-80. 


Milwaukee Firms Merge 


MILWAUKEE, WIs.—-The merger of 
the Ideal Shoe Manufacturing Co., the 
Huth & James Shoe Manufacturing 
Co., and the Walter Booth Shoe Co., 
effective as of October 1, has been an- 
nounced here. The new firm will be 
known as the Mid-States Shoe Co. with 
the stock of the three concerns to be 
exchanged for 250,000 shares of com- 
mon stock in Mid-States. 

The three companies will continue to 
operate under their present corporate 
names as divisions of Mid-States, with 
trade marks retained and present per- 
sonnel for the most part unchanged. 

Charles Ortgiesen, head of Ideal is 
to be president of Mid-States; Edward 
Huth, president of Huth & James, will 
be vice-president of the new concern; 
and E. J. Beckmann, secretary of Huth 
& James, will hold that office in the 
new corporation. Manufacturing oper- 
ations in the new setup will be under 
the direction of Mr. Ortgiesen, while 
sales and office management will be in 
charge of Mr. Huth and Mr. Beck- 
mann. 

Mid-States will make a complete line 
of shoes, as Huth & James manufac- 
tures women’s and girls’ footwear; 
Ideal, girls’ and children’s and Booth, 
men’s shoes. 

A consolidated office will be estab- 
lished in Milwaukee and economies in 
both manufacturing and sales activ- 
ities effected. The board of directors 
of the new company will consist of 
Messrs. Ortgiesen, Huth, Beckmann, 
Frank Berger, Herbert Gardner, Fred 
Beals and William Schumann. 

Continuing to operate as in the past 
will be Ideal’s Milwaukee and Waupun 
plants, Huth & James’ Milwaukee and 
Cedar Grove plants and Booth’s Water- 
town and Waterloo factories. The lat- 
ter is still under construction. 

Together, the firms will have a daily 
capacity of 20,000 pairs and a payroll 
of about 1800. 
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The house of 


Crosby Sqnare- 


puts a capital “P”’ in 
Profits for Fall shoe 
retailing 


BY COMBINING: 
* 
the power of color 


Prestige and atmosphere is being built 
around “Crosby Square” through beautiful, 
full-color page advertisements in Esquire. 
Reaches over 6,600,000 fashion-conscious 


oe 
the power of consistency 


Plus representation in every issue of 
Esquire, there is a Crosby Square advertise- 
ment every month in TIME — The Weekly 
Newsmagazine, with over 3,300,000 readers 


per issue. * 


the power of merchandise 


The finest, most popular line, from the 
standpoint of fashion and craftsmanship, in 
the history of the House of Crosby Square 
—sure tobring you more satisfied customers. 


... With the power of 
striking point-of-sale 
A These helps — 

Promotion vette yo. — 
create genuine interest among the well- 
dressed men in your community. 

* Esquire Display Cards 

* Window Displays 

* Mailing Cards 

* Fashion Booklet 

* Neon Sign 

* Plaque 

* Highway Sign 

* Free Newspaper Mat Service 


Have our representative show you this fine 
line and our complete advertising campaign. 





Wait for the beautiful Crosby Square Spring 
line — now ready. Be sure to see it before 


you buy! 








WALTER BOOTH SHOE COMPANY 
MILWAUKEE WISCONSIN 












Dancing Shoes and Taps 





Pat. Tap Slippers 
IN STOCK 


(meray) 
4 is ie of 


ALSO ie g slat GRADES 
SCHWARTZ & HERDER, INC., MFRS. 
70-72 N. 4th St. Philadelphia, Pa. 











PROFESSIONAL TAP DANCE SHOE 
IN-STOCK 













White Side 
and 
Patent Chrome 

ae 8B and C fies 
124-3 AB and C $1.50 
8 ABandC $1.60 
DAVID T. NATHAN 
138 Lincoln St., Boston, Mass. 
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Hi-Cut Boots 


~" 








Moccasin Hi Cuts-Men's & Women’s 


818X - Goodyear Welt 


$2.97V2 Send for folder of Hi cuts, 
moceasins and ski-boots. 


H. CONJOR SHOE CO., INC. 
197 Flatbush Ave. 
Brooklyn, N. Y. 













Women's Shoes 
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KUSH-IN-EZE 
HAND TURNED 








VAUGHAN TOWLE 
A division of L, B, Evans’ Son Co, 
WAKEFIELD 








Obituaries 


I. Wit 


Boston, Mass. —I. Wit, widely 
known throughout the shoe trade as the 
founder and president of the Traveler 
Shoe Company, died at his home here 
on September 25 at the age of 77 years. 
The shoe company which he organized 
in 1895 and which operated a number 
of stores in this city, was merged with 
the Melville Shoe Corporation in 1930. 
In addition to this business enterprise, 
Mr. Wit was founder and president of 
the I. Wit Realty Company. 

He was born in Germany but came to 
this country when about twenty-five 
years of age and soon became identi- 
fied with a number of successful mer- 
cantile ventures. He was also active in 
religious and charitable work, being a 
member of the board of trustees of the 
Federated Jewish Philanthropies, a 
member of B’nai_ B’rith, honorary 
trustee and past vice-president of Tem- 
ple Ohabei Shalom and an active mem- 
ber of the Germania Lodge of Masons. 

Mr. Wit leaves his widow, Mrs. 
Sophie A. Wit; four sons, Max, Sam- 
uel, Manuel, and Maurice Wit; and 
three daughters, Mrs. W. A. Seligman 
of New York City, Mrs. Ferdinand 
Phillips of Brookline and Mrs. George 
Kohn of Brookline. 


C. B. Klingensmith 


YouNGsTowN, On10o—C. B. Klingen- 
smith, 71, shoe dealer in Youngstown 
for more than 35 years, died September 
24 after a long illness. VF retired re- 
cently but had owned several shoe 
stores in the city during his career as 
one of Youngstown’s leading shoe mer- 
chants. He began working with the 
McKelvey Co. in- the shoe department 
at $3 a week, and during his six years 
there he rose to buyer. He then formed 
a partnership with William F. Proctor 
and opened a retail shoe store, which 
was incorporated with him as treasurer 
in 1914. In 1922 the partners sold out 
and Mr. Klingensmith took over the 
Walkover Boot Shop for four years. 
He sold out and became manager of an 
exclusive store and sold out last Spring 
to Hammar-Stoll. His wife, two chil- 
dren, a brother, and two sisters sur- 
vive. 


George L. Dutcher 


NEwTon, N. J.—George L. Dutcher, 
69, former vice-president, treasurer 
and superintendent of the H. W. Mer- 
riam Shoe Co., died recently at New- 
ton Memorial Hospital. Before his 
retirement several years ago, Mr. 
Dutcher had been with the shoe manu- 
facturing concern 40 years, starting as 
a junior salesman. He leaves a widow 
and two daughters. He had been a 
resident of this place 50 years. 
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WHAT BETTER 
INDUCEMENT 


can you make to mothers to bring 
their youngsters into your Chil- 
dren's Department than to offer 
the same brand of little shoes they 
have been in the habit of buying? 
These trim little Hard Sole shoes, 
produced in sizes 2 to 8, are pro- 
duced by the best known manufac- 
turer of baby shoes in the world. 


MRS. DAY'S 
IDEAL BABY SHOE 
COMPANY 


DANVERS, MASS. 
Manufacturers of Fabric—Cushion—Sott 
Sole—intermediate and 


FLEXIBLE HARD SOLES 











Robert W. Smith 


SPRINGFIELD, MASs.—Robert William 
Smith, 75, of West Springfield, a pio- 
neer shoe dealer in this city, died in 
his home recently, after a brief ill- 
ness. Born in Providence, March 17, 
1862, he came to this city more than 
50 years ago. 

For about 40 years he operated a 
shoe store at Main and State Street, 
retiring from active business in 1925. 
He had since lived in Miami, Fla., 
during the Winter and New Harbor, 
Me., in the Summer. 

He leaves two sons, Robert A., Jr., 
with whom he made his home, and 
Walter R., also of West Springfield, 
and three daughters. 





Detroit Store Reorganizing 


DETROIT, MicH. — M. Gomolowicz 
Shoe Co., operated by Michael Gomo- 
lowicz, well known Detroit shoe mer- 
chant, at 4761 Michigan Ave., has been 
reorganized as a Michigan corporation, 
= moved into new and larger quar- 

ters at 5723 Michigan Ave. 

Incorporators are Michael Gomolo: 
wicz, Gerald F. Fitzgerald and Fred R. 
Walker. 

A full line of men’s, women’s and 
children’s shoes will be carried, rang- 
ing in price from $2.96 to $8, the best 
seller being a $5 shoe. 
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Hollywood Footnotes 


[CONTINUED FROM PAGE 34] 


cast was completed, it was announced 
to the crowd that the famous people 
would be along within the next half- 
hour. What really happened was that 
Gene Raymond, completely dressed in 
white tie, tails, and topper, almost had 
to leave in his stocking feet, but at the 
last minute found his shoes in a trunk 
which had not been unpacked, follow- 
ing their return from Honolulu the day 
previous. 
* * * 


Una Merkel has gone Grecian for 
formal occasions. Her new gown of 
white crepe, is a draped Grecian model, 
belted in at the waistline with a wide 
jeweled girdle of gold kid. Grecian 
sandals, also of gold kid, come high 
up on her ankles. With this ensemble, 
she wears a cape of gold tissue. 


* *¢ *# 


Robert Benchley has purchased a 
new pair of shoes. That wouldn’t be 
news to most folks, but when the 
M-G-M comedian buys a new pair it 
becomes an event. One of his noted 
characteristics is his habit of wearing 
a single pair until they actually col- 
lapse on his feet. His shoeman does 


not seem to get very far with his sug-. 


gestions that the actor have several 
pairs in reserve. 


* #* * 


Helen Jepson’s habit of using one 
of her shoes for a dressing room jewel 
safe probably has cost her a set of 
diamond earrings valued at $5,000. 
The earrings, large diamond drops, are 
gone and the Metropolitan Opera diva 
believes they have disappeared in the 
rubbish incinerator at the Samuel 
Goldwyn studio, as the result of her 
excitement over her first screen scenes. 

Producer Goldwyn ordered an im- 
mediate search of the incinerator after 
being notified of the famed soprano’s 
loss, but chances of finding the miss- 
ing jewels in the mass of ashes were 
considered slim. The earrings were not 
insured. 

* * 


There’s a revival of the low-heel 
craze in Hollywood. Frances Dee, now 
in “Well’s Fargo” with Joel McCrea, 
has started a campaign against high 
heels and has recruited many of the 
Film Colony’s smartly dressed stars. 
The low heels are “in” for all hours, 
including formal evening functions. 


Store in New Location 


WALLINGFORD, CONN. — The Alex 
Shoe Store, conducted by Milton and 
Elmer Alex, opened in its new location 
at 62 Center Street on Sept. 24. The 
store had been located previously at 22 
Center Street for 37 years. The busi- 
ness was established in 1895 by the 
late M. E. Alex, father of the present 
owners. 


7. 
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BAND 


FOR EARLY 


FALL PROFITS 
New 1-Snap Rubber Oxford 


Here’s a new Ball-Band number for Fall selling that 
will bring smiles of approval from your most valued 
women customers. Show this smart new oxford-style 
gaiter in your window. Show it to women buying Fall 
shoes, and see for yourself how well they like a rubber 
that gives style, convenience and protection during 
uncertain Fall weather. Here’s why dealers call it a 


“natural”: 
IT’S TRIM AND SMART. 


IT’S LIGHT AND COMFORTABLE. 


IT’S EASY TO PUT ON. 
IT’S BALL-BAND QUALITY. 


You'll like it— you'll sell it. Order a sample run of 
sizes now, and get these extra Fall profits. 


MISHAWAKA RUBBER & WOOLEN MFG. CO. 





280 Water Street, Mishawaka, Indiana 
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Stiles in Commission Business 


Boston, Mass.—“Mike” Stiles, well 
known in the trade, has gone into busi- 


MICHAEL STILES 


ness for himself handling lines on com- 
mission in the Pennsylvania, Maryland, 
Virginia and New Jersey territory. Mr. 
Stiles has been in the business since 
1909 having started as a stock boy in 


the patent leather division of John R. 
Evans Co. After 25 years with that 
company he left in 1932 to become sales 
manager for McNeeley and Price. He 
was with the latter for the last five 
years and until his recent announce- 
ment that he was going into business 
for himself. 

Mr. Stiles will have his office at 315 
Arch Street, Philadelphia, and his lead- 
ing line is going to be that of the 
Colonial Tanning Company, Inc., of 207 
South Street, Boston. He will handle 
the complete line of black and colored 
patent sides and kips. This will in- 
clude their full range of colors from 
white to bright red and the complete 
line of heavy leather for the stitch- 
down and pre-welt trade, as well as 
fine leather for the women’s factories 
in that territory. 

Mr. Stiles’ experience and training 
as well as his personal acquaintance 
with all the buyers in his territory 
makes him well suited to serve those 
companies. 


Schuster’s Remodel 


- MILWAUKEE, Wis.—Remodeling at 
Schuster’s 12th and Vliet St. store here 
has included a new shoe salon, one of 
a series of new shops in the store. 
Equipped with metal upholstered 
chairs, the new shop is modern 
throughout. 
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100 Styles in Stock 


Since 1875 this famous shoe 
has meant that a man need 
not sacrifice comfort to get 
style. Hine & Lynch Shoes 
are Quality shoes. 


Fit the feet and keep them fit. 


* HINE & LYNCH SHOE CO., Inc. 
$6.50 to $8.50 149 Duane St. New York City 
7 ae 










GREAT 
EASTERN 
SHOE CO. 


Ballet Slippers 











BALLET SLIPPERS 


- Kid 
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Boot Trees 


NATIONAL BOOT TREES 
RETAIL AT $4.95 


Steady demand through nation- 
tional advertising. Free mer- 
chandising helps. Made of Na- 
tional Hard Vulcanized Fibre. 
Won’t crack, split or splinter. 
Won't dent or corrode. Easy to 
put in. Guaranteed for five 
years. Set weighs 18 oz. 
Write for descriptive 
folder. National 
Vulcanized Fibre 
Co., Box*-311T; 
Wilmington, Del.: >» 
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IS COLORFAST 
This popular sueded 














Wolinsky Joins Salisbury 
Shop 


SaLissury, N. C—Joseph Wolinsky, 
formerly manager of Franklin’s shoe 


department, Mobile, Alabama, has been. 


made manager of Darling Slipper 
Shop, Salisbury, North Carolina. Mr. 
Wolinsky has been with Carolina Shoe 
Company, operators of retail shoe 
stores in the South for many years. 





John H. Stoll Celebrates 
84th Birthday 


MARION, OHIO — Eighty-four years 
old and with 67 years of active service 
in the business in which he started here 
in 1870, John H. Stoll of the John H. 
Stoll Shoe Co., established a record 
when he celebrated his birthday re- 
cently. 



























JOHN H. STOLL 


On Jan. 2, 1870, Mr. Stoll started 
in the shoe business as an apprentice 
to P. B. Thew. In September of that 
year he opened a business of his own, 
with part interests being held by his 
father and a third man, Mr. Terpenny. 
The business, under the name of Stoll 
& Terpenny Co. changed its location 
temporarily in 1872, but moved back 
to its original site a year later. 

Mr. Stoll’s first sale was a pair of 
serge shoes. He has seen styles change 
from laced serge shoes to the styles 
popular at the present time. At the 
time when he opened his store, his price 
range was from $1.50 to $3.50 for 
women’s shoes, with men’s shoes slight- 
ly higher. When he imported some 
French made shoes in 1879 to retail at 





leather holds its color 
undet conditions ot 
severest wear, because 
it is aniline dyed—with 
thorough color pene- 
tration, There are 
twenty popular colors 
to choose from, in soft 
nap sueded RUFFIT. 


SLATTERY BROS. 


TANNING COMPANY 


210 SOUTH ST. TANNERIES 
BOSTON, MASS. SALEM, MASS. 
















$7 or $8, the price was considered too 
high for the matrons of Marion. 

His son, Howard R. Stoll, 315 Mt. 
Vernon Ave., has charge of the selling 
department of the store, while Mr. 
Stoll, Sr., confines his activity to the 
office and the selection of styles for his 
customers. 


Cunningham & Lawson 
Join Hobby-Moes 


ROCHESTER, N. H.—Under a reor- 
ganization of the Hobby-Mocs Shoe 
Company, started last winter, T. E. 
Cunningham and Michael Lawson are 
now associated with Roy MacQuillan. 

Mr. Cunningham, formerly with the 
John Emerson Shoe Company here and 
the F. M. Hoyt Shoe firm at Manches- 
ter, has charge of sales. Mr. Lawson, 
formerly superintendent of the Somer- 
set Shoe Company, Auburn, Me., is 
factory supervisor. 


Chippewa Wins CCC Contract 


Boston, Mass.—The Chippewa Shoe 
Manufacturing Company of Racine, 
Wis., has been awarded the contract 
to manufacture 1800 pairs of logger- 
type leather boots for use by the Civil- 
ian Conservation Corps. Bids were re- 
ceived recently by the Boston Quarter- 
ropa Depot. The price per pair was 
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Unusual Black Demand 
in Mi e 

MIAMI, FLA.—Miami shoemen are 
exclaiming over the unprecedented de- 
mand for dark shoes, particularly 
black. They. declare that never before 
in this area has there been such a sea- 
son. Rising hemlines make it impera- 
tive that the’ shoe be just right to 
match the costume, and with the over- 
whelming black cloud that has spread 
over feminine attire for Fall, a smart 
black shoe is necessary to complete a 
costume. Brown, tan, and blue are also 
very much in the picture, but black 
leads everything. Shoes are fascinat- 
ing with their crisp detail. There is 
much stitching in evidence and rows 
of it add dressiness to a suede shoe. 

Burdine’s is offering a line of Sun- 
Deb shoes in black, brown, blue, tan, 
and cherry, in suede or suede with 
leather or in leather alone, cut with 
high front effects, oxford and pump 
style, that are exceptionally smart: So 
are the new Selby Vani-tred in buck, 
suede, calf and gabardine. Very smart 
is a tri-colored pump of brown suede 
with inserts of rust and green, a $5.98 
number. There are stunning new two 
leather combinations in both pump and 
strap in suede with a patent trim at 
$7.75 that have been well received. An- 
other good shoe shown in this shop is 
a black suede, high front with black 
braid and silver colored piping, another 
Selby shoe at $10.75. 


Boyd’s is offering a; number of 
square-toed “Collegiates,” the Oxford 
hit of the year, in all the new Autumn 
ombré tones. For the more dressy type 
they are selling open toed sandal types 
in high and low heels. 

Baker’s is playing up to suede and 
is showing a beautiful line in all the 
new Fall shades, most of them with 
matching bags. Again there is a lot of 
detail in piping, banding and perfora- 
tion trim. Sportees is the name they 
have given a good line of walking shoe 
with built-up leather heels. 

“Suede’s afoot for Fall,” says 
Palmer’s. One of their best numbers 
is the Darlene, a high front, high heel 
laced shoe with a rather elaborate calf 
trim in narrow banding. A Cantilever 
shoe. 

Cowen’s is promoting the Belmont as 
a high style fall number. This is of 
suede with calf or at trim, and is 
a $6.50 number. It shows an unusual 
amount of contrasting detail in leather 
and stitching. 

Butler’s is highlighting open toed 
sandals in dozens of new styles and a 
gorgeous array of colors. There are 
more bright colors in evidence here 
than in some of the other shops. Again 
a lot of detail is found. 

At The Mark Store one of the best 
numbers right now is a moccasin-type 
Oxford or. strolling shoe. This is of- 
fered in about a dozen different colors, 
combinations and leathers, and has 
been a marvelous Fall item. There is 


a lot of suede being sold but almost an 
equal amount of patent. Patent is 
wanted for the more dressy shoe. 

Nankin’s are featuring some snappy 
looking pumps with a high rolled flare 
over. the instep. This is a two-color 
combination and has met with good 
acceptance. One of the best colors here 
is the new red earth shades. 


Oklahoma Sales Increase 


OKLAHOMA CITY, OKLA. — Retail 
sales of 277 independent stores in Okla- 
homa showed an increase of 5 per cent 
in dollar volume for August, 1937, 
compared with August, 1936. Okla- 
homa. City, with 29 stores reporting 
sales of $705,800 for the month, leads 
the state with an increase of 9.4 per 
cent for August over July. The state 
as a whole showed a decrease during 
the month of 3.3 per cent, compared to 
July. 


Adds Shoe Department 


SOUTHBRIDGE, Mass.—The shoe de- 
partment at Edwards Corp., Main 
Street department store, has _ been 
started by Lamphier Shoe Shops, Inc., 
with headquarters in Pawtucket. The 
new department is under the manage- 
ment of J. Hubert Lamphier, brother 
of Frank A. Lamphier, owner of the 
shoe business here and a retail shop in 
Pawtucket. 








T he charming new rooms in Hotel McAlpin are 
completely new. New carpets, draperies, furni- 
ture and fixtures make each room a restful haven 
of comfort and beauty. Aside from its great con- 
venience of location, its excellent service and 
famous fine food, Hotel McAlpin maintains its 
equipment “in the modern manner”. On your next 
enjoy real luxury 


visit, stop at the McAlpin... 
at low cost. 


*BABY 


John J. Woelfle, Mgr. 


HOTEL MCALPIN 


“The Center of Convenience” 


Broadway at 34th St. 


NEW YORK 
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Flexible, Shape Retaining 
NURSES' OXFORDS 


Made on the 
New OSCO 


Process 


IN-STOCK 
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Shoe Window Illustrates 
Improved Lighting 









Brooklyn, N. Y.—Hundreds of visitors — 


daily to the Brooklyn Edison Wonder 
House are attracted to the well-planned 
window of Geo. Bridges, Inc., 21 Bond 
St., Brooklyn. 

This display is one of eight created 
by members of the Livingston Street 
Board of Trade, of which the firm is a 
member, in conjunction with the Edison 
Company, to illustrate improved meth- 
ods of lighting window displays. Utilized 
above are the new silver mirror window 
reflectors plus two rows of spotlights. 

Conceived by Mr. Bridges, the shoe 
man, who has merchandised Hanan & 
Son shoes for four Hanan generations, 
the window showed men’s Hanan shoes, 
women’s dress and orthopedic shoes and 
children’s graduate arch shoes. The 
very effective background was a shark- 
skin in the center with the Hanan em- 
blem. An old fashioned shoemaker’s 
bench surmounted by an appealing 
picture of an old shoe craftsman and a 
bunch of red and yellow autumn leaves 
held the center of the window. The color 
motif was orange and blue, the Board 
of Trade colors. A ten foot narrow 
strip across the front read: Completely 
equipped to fit the family with quality 
footwear. 





Women’s Department 
Enlarged 


MOLINE, ILL.—The women’s shoe de- 
partment of the New York store has 
been enlarged to three times its former 
size in a general expansion program, 
and its stock has been increased to 
include a wider price range of shoes. 
Robert Swanson is manager. 

The store has also added a men’s 
shoe department to its clothing’s and 
furnishing’s section. 


Berland’s Opens Chicago Unit 


CHICAGO, ILL.—State Street’s latest 
addition to “shoe store row” is the 
elaborate store opened September 18 by 
Berland’s at 16 South State. The store 
occupies three floors and a basement, 
seats 175 customers at a time, and car- 
ries in stock some 40,000 pairs of wo- 
men’s shoes. The exterior is finished in 
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ELAM'S 


PRE.WELTS 


















307 Camel Elk 
309 All White Elk 


Elam Pre-Welt dealers have the assurance 
that they are well equip to fit children 
correctly. These sci ically built, com- 
fortable shoes gain the confidence and 
friendship of mothers and their children, 
bring your store new customers and make 
them permanent ones, 

Elam Pre-Welts are IN STOCK for imme- 
diate delivery. 

Send for our catalog. 


F.S. ELAM SHOE CO. 


176 No. WATER ST. ROCHESTER, N. Y 
DISTRIBL TORS 

NEW YORK: 439 Marbridge Bldg 

BOSTON: Lare Br 

NEW ORLEAN B. Re 

LOS ANGELES: Boston 





enberg & Sons 
Shoe Co 











imported rose Aurora marble trimmed 
with bronze while the interior contains 
rare woods, bronze trimmings, and a 
modern richly colored mural. The store 
is completely air-conditioned for both 
Summer and Winter temperatures. It 
is the second Berland shoe store to be 
opened in Chicago within a month, the 
other is at 6480 South Halsted. In cele- 
bration of the opening event, free over- 
night bags were given with every shoe 
purchase in all 10 of the Berland 
stores. 


To Purchase Equipment 
for Reformatory 


OKLAHOMA City, Oxta.—John L. 
Beckham, vice-chairman of the Okla- 
homa state board of affairs has closed 
a contract for purchase of shoe factory 
equipment for the Granite reforma- 
tory. The contract calls for payment 
of $42,500 for machinery, property of 
the Collins-Morris Shoe Co. 

The last legislature appropriated 
$25,000 for purchase of equipment but 
Beckham was informed the balance 
could be paid out of the shoe factory 
and tannery revolving fund. 

The first big order for the prison 
plant will be 50,000 pairs of shoes to 
be distributed by the state welfare 
board to needy school children. The 
plant machinery will produce 1000 
pairs a day. 
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May Co. Opens New Department 


The opening of the new modernized basement shoe 


de, of the May 


partment 
Company was announced in the above window which, in addition to a carefully 


planned newspaper campaign and a radio broadcast, helped make the 
Buster Brown shoes are carried exclusively in this 


completely successful one. 


opening a 


department. The successful opening pointed to a significant customer acceptance. 


Los ANGELES, CALIF..—The May Co. 
signalized the opening of the children’s 
shoe season by featuring Buster Brown 
shoes as the exclusive line in their new 
and completely modernized basement 
department. “Busters” were selected 
by I. Americus, buyer for all basement 
shoe departments, working in conjunc- 
tion with Charles Taylor of the recent- 
ly organized California sales offices of 
the Brown Shoe Co. of St. Louis. A 














specially prepared radio and news- 
paper introduction made the opening 
an outstanding success. 

In speaking about basement store op- 
erations, Mr. Americus stated that dur- 
ing the past two years he has noted a 
decided trend toward better merchan- 
dise. Sales people were not meeting 
the former price resistance on the 
better merchandise. As a result he has 
revamped his entire merchandising 
policy. Sales efforts are being devoted 
toward the selling of the better, staple 
merchandise, with quite a bit of em- 
phasis on the high style goods. Regular 
basic lines are being bought and are 
being kept constantly sized. Shoes are 
now offered on a style, quality and 
value basis, as against the former 
usual basement of constant promotions. 
Very satisfactory results are being ex- 
perienced. 


Bates to Manage Lewis 
Department 
LANSING, MicH.—Jack Bates, identi- 


fied with the retail shoe business in 
Lansing for 17 years, has been named 


There IS a Difference 


In Sole Leathers ... Just As There Is ... In Batteries 
On the surface one battery has the same general appearance as another but it is beneath 
the outer covering where the real story of merit is told. If one could similarly examine the 
below-the-surface qualities of U. S. Leather he would find the reasons why this leather stands 
in the front ronk for performance. 





manager of the new shoe department 
of Lewis, Inc., men’s clothiers, 113 
South Washington Avenue. The new 
Lewis department will handle the Hol- 
land Shoe Co. (Holland, Mich.) line 
exclusively and is the only Lansing 
representative of the Holland company. 
Mr. Bates was connected with the Shu- 
bel Shoe store here for 15 years, and 
was buyer of men’s shoes for this store 
before becoming manager of the shoe 
department of the F. N. Arbaugh Com- 
pany, department store, about two 
years ago, a position he held until 
joining the Lewis firm last week. 


Racine Dry Goods Enlarges 


RACINE, Wis.—Racine Dry Goods 
Co., enlarged to 24 departments, has 
moved into its new three-story building 
here. Approximately $50,000 was spent 
for new fixtures by the firm and the 
newest design, modern lighting, and a 
first floor shoe department equipped 
with 40 modernistic chairs, are fea- 
tures of the new building. Paul Doty 
is manager of the store’s basement shoe 
repair department, while Carl Leibo- 
witz is manager of the first floor de- 
partment, which carries a complete 
line of footwear. 














For the hidden qualities that assure longer and more satisfactory wear in soles—specify 


U. S. Leather. 


The UNITED STATES LEATHER COMPANY 


27 Spruce Street, New York, N. Y. 
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Perpetual Inventory Assures an Increased Profit 
...and Lowers Your Insurance Cost... 
Recorder Stock Record Cards Supply a Perpetual Inventory 


Do Business More Efficiently by Installing the Recorder Stock Record Card System 
MERCHANTS SERVICE DEPARTMENT 
BOOT AND SHOE RECORDER 


wane Ses Senn, Senate Helps you to “buy as you sell”—to know whether each shoe 


ay samples and prices of Steet 
and Daily Sales Card Reserd. a! 


is paying its way with a profit, to go light on slow movers, 


to re-size frequently on wanted style and sizes. 





BOOT AND SHOE RECORDER, 


REPRESENTATIVES 
WANTED 


High-grade representatives now sell- 
ing Women’s or Children’s lines 
ean broaden income and clientele in 
present territory with the addition 
of our special-feature staple line for 
men. 


FACTS 
Generous commission. 


. Manufacturer instantly recog- 
nized as quality by 
your eustomers. 


- Quality shoe scientifically 
built in volume to retail 
profitably in the $6.50 price 
range. 


. Modern Styling . . . Unusual 
wear . . . readily acsepted 
feature. 


Modern In-Stock service—all 
styles. 


Details upon request if eligible. 
State age, present lines, territory. 
Outline business experience. Box 
F. 518, Boot & Shoe Recorder, 140 
Federal St., Boston. 


George F. Johnson Protests 
Trade Treaty 


[CONTINUED FROM PAGE 47] 


“All we can do is to protest in behalf 
of our workers. I don’t know what will 
happen but if this thing goes on we will 
be the pauperized labor on this side of 
the Atlantic and the workers of foreign 
countries will get the business. We 
have every opportunity on this side 
that any manufacturer can have. We 
are on the ground floor and nobody 
can beat us if they pay liberal wages 
and treat their help as we do. We don’t 
yield to any concern on earth and we 
don’t choose to pauperize labor until we 
are forced to by an administration 
which already forces us to pay high 
duty on materials other manufacturers 
abroad get free and then tops it off by 
lowering the duty on goods manufac- 
tured under conditions in no way com- 
parable to ours and far below the stand- 
ards of American labor. It has been 
my understanding that the President 


of the United States has been anxious. 


to uphold these American standards 
and we have gone along with him on 
this idea. 

“There is nothing left for us to do 
except to protest and if that fails we'll 
be the pauperized nation and ten-cent- 
a-day Japan will soon follow the lead 
of Czechoslovakia in taking away our 
business.” ; 

Meanwhile, the New York State Shoe 
Retailers, in convention at Albany, 
went on:record as strongly opposed to 
admission of shoes from Czechoslo- 


vakia without proper adjustment for’ 


the difference in cost of production 
here and in that:country. And the New 
York Sun, in its issue of Wednesday 


October 9, 


1937 


afternoon, October 6, summarized the 
outstanding facts of the situation very 
clearly in an editorial headed “Why 
Does Hull Call the Facts Propaganda?” 
The editorial said: 

“American shoe makers are opposing 
a reciprocal tariff treaty with Czecho- 
slovakia because the intention has been 
announced in Washington to consider 
the inclusion of imported shoes in this 
pact so that they may enter at reduced 
duty. Secretary Hull is not pleased 
with the criticism from shoe interests 
here. He asserts that the opposition to 
the proposed treaty is nothing more 
than propaganda put out to create a 
false impression. He went so far as 
to say that a trade treaty with Czecho- 
slovakia will benefit the shoe industry 
here. 

“This sort of shabby logic has been 
characteristic of the State Depart- 
ment’s efforts to defend its trade pacts. 
The main object of the Administration 
seems to be to hurl any convenient 
arguments at foes of its tariff-cutting 
program just so long as the facts are 
thereby obscured. But the truth about 
imports of women’s and children’s 
shoes from Czechoslovakia may be 
found in the records of the Department 
of Commerce. Since 1930 more than 
15,000,000 pairs of shoes from Czecho- 
slovakia have entered this country, and 
imports are now rising. 

“In the first six months of this year 
a sufficient quantity of foreign shoes 
have poured into our domestic market 
to provide every woman in Manhattan 
and Queens with a pair; moreover, 
these shoe imports were 70 per cent 
greater than in the first half of last 
year. 

“Why does Secretary Hull believe 
that a tariff treaty with Czechoslovakia 
will help the workers in American shoe 
factories? In our trade with Czecho- 
slovakia the balance has been heavily 
in favor of the foreign country. Last 
year we bought more than $23,500,000 
in merchandise from Czechoslovakia, 
while it bought only $4,600,000 of 
American merchandise. Suppose the 
shoe were on the other foot — that 
Americah shoes were pouring into 
Czechoslovakia in such quantities as to 
take work away from factories there; 
does not Secretary Hull believe the 
foreign industry would protest if the 
Czechoslovakian government proposed 
to lower its restrictions on American 
shoes?” 


Florsheim Store Remodeled 


BIRMINGHAM, ALA.—The Florsheim 
Shoe Store here, remodeled at a cost 
of $10,000, opened for ‘business Sep- 
tember 18, The store was wrapped in 
cellophane for the opening and for- 
mally dedicated by the president of the 
Chamber of Commerce. 

W. G. West, store manager, said 
that the concern had been operating 
30 years in Birmingham. The opening 
was broadcast over Station WSGN. 





STATEMENT OF THE OWNERSHIP, MANAGB- 
MENT, CIRCULATION, ETC., REQUIRED BY 
THE ACTS OF CONGRESS OF AUGUST 24, 
1912, AND MARCH 38, 1933. 


OF BOOT AND SHOP RECORDER, with which 
is combined THE SHOE RETAILER, published 
weekly at Philadelphia, Pa., for October 1, 1937. 


State of New York 
County of New York 

Before me, a Notary Public in and for the State 
and county aforesaid, personally appeared Everit 
B. Terhune, who, having been duly sworn accerd- 
ing to law, deposes and says that he is the 
Business Manager of the BOOT AND SHOE 
RECORDER, the great national shoe weekly with 
which is combined THE SHOE RETAILER and 
that the following is, to the best of his knowledge 
and belief, a true statement of the ownership, 
management (and if a daily paper, the circulation), 
ete., of the aforesaid publication for the date 
shown in the above caption, required by the Act of 
August 24, 1912, as amended by the Act of 
March 3, 1933, embodied in section 537, Postal 
Laws and Regulations, printed on the reverse of 
this form, to wit: 


88. 


1. That the names and addresses of the pub- 
lisher, editor, managing editor, and business man- 
agers are: Publisher, Chilton Company, Inc., 239 
W. 39th Street, New York, N. Y.; Editor, Arthur 
D. Anderson, 239 W. 39th Street, New York, 
N. Y¥.; Managing Editor, Raymond L. Fitzgerald, 
239 W. 39th Street, New York, N. Y.; Business 
Manager, Everit B. Terhune, 239 W. 39th Street, 
New York, N. Y. 


2. That the owner is: (If owned by a corpora- 
tion, its name and address must be stated and also 
immediately thereunder the names and addresses 
of stockholders owning or holding one per cent or 
more of total amount of stock. If not owned by a 
corporation, the names and addresses of the in- 
dividual owners must be given. If owned by a 
firm, company, or other unincorporated concern, its 
name and address, as well as those of each in- 
dividual member, must be given.) Chilton Com- 
pany, ae Chestnut and 56th Streets, Philadel- 
phia, Pa. 


3. That the known bondholders, mortgagees, and 
other security holders owning or holding 1 per cent 
or more of total amount of bonds, mortgages, or 
other securities are: C. A. Musselman, 260 Syca- 
more Avenue, Merion Station, Pa.; Frank, 
Laontaka Way, Madison, N. J.; F. ©. Stevens, 
325 West End-Avenue, New York, N. Y.; J. 8. 
Hildreth, 429 Owen Road, Ardmore, Pa., G. H. 
Griffiths, 165 Montclair Avenue, Montclair, N. J.; 
E. B. Terhune, 160 East 48th Street, New York, 
N. Y.; John Blair Moffett, 1608 Walnut Street, 
Philadelphia, Pa.; Wm. A. Barber, 185 Summit 
Lane, Bala-Cynwyd, Pa.; C. S. Baur, 76-66 Austin 
Street, Forest Hills, N. Y.; J. H. Van Deventer, 
12 Phillipse Place, Yonkers, N. Y.; Dorothy S. 
Johnson, 3109 Woodley Road, Washington, D. C.; 
Lillie Lindsay, 142 East 71st Street, New York, 
N. -;_Anne E. Tomlinson, Bankers Trust Com- 
pany, Fifth Avenue & 44th Street, New York, 
N. Y.; Ethel G. Breen, Trustee u/w of Charles W. 
Anderson, 71 West 35th Street, New York, N. ¥.— 
Beneficiaries: Robert Anderson, Percival E. 
Anderson, Charles W. Anderson, Jr., Annie L. 
Clark; John Blair Moffett, 1608 Walnut Street, 
Philadelphia, Pa.—Agent for J. Howard Pew, 
J. N. Pew, Jr., Mabel P. Myrin, Mary Ethel Pew, 
Elizabeth J. Artman & Elwood B. Chapman, Execu- 
tors of Estate of James Artman, Deceased, 930 
Real Estate Trust Building, Philadelphia, Pa.— 
Beneficiaries: Franklin Artman, Vera Watters, 
Alvin Artman, Elizabeth J. Artman, Marion A. 
Pratt, George W. Pratt, by assignment, Edwin 
Moll, by assignment; Bankers Trust Company and 
Wilfred T. Pratt as Trustees u/w of Eugene Sly 
i ga a Belle Sly, 16 Wall Street, New 

ork, N. Y. 


4. That the two paragraphs next above, giving 
the names of the owners, stockholders, and security 
holders, if any, contain not only the list of stock- 
holders and security holders as they appear upon 
the books of the company but also, in cases where 
the stockholder or security holder appears upon the 
books of the company as trustee or in any other 
fiduciary relation, the name of the person or 
corporation for whom such trustee is acting, is 
given; also that the said two paragraphs contain 
statements embracing affiant’s full knowledge and 
belief as to the circumstances and conditions under 
which stockholders and security holders who do 
not appear upon the books of the company as 
trustees, hold stock and securities in a capacity 
other than that of a bona fide owner; and this 
affant has no reason to believe that any other 
person, association, or corporation has any interest 
direct or indirect in the said stock, bonds, or other 
securities than as so stated by him. 


5. That the average number of copies of each 
issue of this publication sold or distributed, 
through the mails or otherwise, to paid sub- 
scribers during the twelve months preceding the 
date shown above is (This information is required 
from daily publications only.) 

E. B. TERHUNE, Pres. 

" , - pa anna of business manager. ) 

worn to and subscribed before me this 20th day 
of September, 1937. j 
[SEAL] WM. A. MAAS 

(My commission expires March 30, 1938.) 
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Classified and Want A’ 





SALESMEN WANTED 


LINE WANTED 


POSITION WANTED 



















NEW YORK, PENN. AND 
OHIO 


Is now available to a real pro- 
ducer who is now selling 
women’s shoes to department 
stores. Our shoes are nation- 
ally known $4.00 retailers. 
Please give us complete details 
about yourself in first letter. 


Address F-523, Care 

BOOT & SHOE RECORDER 

239 West 39th Street 
New York, N. Y. 



























IDE line salesmen wanted for fast-selling 
lines of tap shoes—in stock proposition. Ter- 
ritories still open include West Coast, Middle 
Atlantic States, New York, Texas, etc. Straight 
commission. Give references. Address F-519, 
care Boot & Shoe Recorder, 140 Federal St., 
Boston, Mass. 





ALESMEN WANTED to sell short line 
union made men’s welt work shoes and ox- 
fords, well known brand, on strictly commission 
basis. Shoes are well built and priced right. 
Write for territory at once. Give references 
and experience. Address F-517, care Boot & 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 





RELIABLE Salesman wants Factory line of 
children’s and growing girls’ sport oxfords 
for Ky., Tenn., Ga. and Ala. Address F-524, 
care Boot & Shoe eagle 239 West 39th 
Street, New York, N. Y. 








OPEN FOR LINE 
Shoe salesman, well-known, 
formerly a shoe manufac- 
turer, who has successfully 
sold the better stores in the 
East and Middle West, is 
open for a line of women’s 
shoes or sandals. 


Preferably to retail up to 


Straight Commission. 
Maintains own office in 


Marbridge Building in 
New York City. 


All replies strictly 
confidential. 
Address: F504 


Boot and Shoe Recorder 
239 W. 39th St., New York, N.Y. 














































Our Spring line will be ready about October 

15th, and due to our manufacturing expan- 
sion program we will have openings for experi- 
enced men of ability in the following five terri- 
tories, Western Pennsylvania and Western New 
York State, Maryland, Delaware and District 
of Columbia, Alabama, Mississippi and Louis- 
iana, City of Detroit, Tennessee and Kentucky. 
We manufacture in Wisconsin, America’s fastest 
growing line of Children’s, Misses’ and growing 
girls’ Goodyear Welts to retail at $3.00 to 
$3.50 for chains, department stores and retailers. 
These openings are rare opportunities for 
capable salesmen. Give complete details. Con- 
fidential. Address F-521, care Boot & Shoe 
Recorder, 239 West 39th Street. New York. 
N. Y. 





ALESMEN: Now covering states of Florida, 
Alabama, Mississippi, New N exico, Colorado, 
North and South Dakota and Utah: Attractive 
sideline; genuine hand sewn moccasin oxfords, 
Norwegian slippers, and camp moccasins. 
Straight liberal commission basis. Season now 
starting. Write details—P. ©. Box 226, 
Stoughton, Massachusetts. 





BUSINESS OPPORTUNITY 











YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency 
or soliciting. Established 1894. Address 
Stephenson Laboratory, 21 Back Bay, 
Boston, Mass, 








PARTNER ‘wanted by profitable shoe an“ 

sandal manufacturing business of hizh re- 
pute. Needs approximately $25.000.00 to buy 
out partner leaving country. Exceptional op- 
portunity for the right individual who can 
stand thorough investigation. Address F-522, 
care Boot & Shoe Recorder, 239 West 39th 
Street. New York, N. Y. 





| | YEARS’ experience as buyer, merchandiser 

and manager of Promotional and Fashion 
Shoe Departments. Excellent recommendation 
from volume department stores. Available 
October 15. 31 years old. Single. Address— 
a 35, 601 West 137th St., New York 
‘ity. 


1937 





About 
Merchandising! 


q I know shoes. Trained 
with Filenes; became Ass’t. 
Buyer; seven years’ experi- 
ence. Now executive and 
buyer small chain for eight 
years. Excellent reason for 
making new connections. 
Age 33; will stand investi- 
gation. 

Address F-520, Care 

BOOT & SHOE RECORDER 


239 West 39th Street 
New York, N. Y. 














FOR SALE 





UST sell at once—Beautiful store with or 

without stock. Last year business $20,000. 
Do not write, Letters will not be answered. 
Call in person only. Lillian Rose, 1327 Wilkins 
Ave., Bronx. 





MERCHANTS’ NEEDS 








For Spats and 
Shoe Ornaments 


Also our newest patent 
zipper spat. 


MANOLIS 
Manufactu-ing Company, 


‘ ve., 
» WM. Side Line 
Seteniee Wanted. 




















ress should be counted. 


CLASSIFIED ADVERTISING RATES 


rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 
charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. 
t tae Gaur td Genlied Gduies Gam Gad ber OR for the address. 


tent ter a alee classified advertisements is $5.00 an inch with a maximum of 45 words. 
fied advertising is payable in advance. 
Advertisements for this page must be in our New York office on Friday of the week preceding publication. “@peg 


In all other cases each word 


Minion charge, 2 
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MERCHANTS’ NEEDS WANTED TO PURCHASE MERCHANTS’ NEEDS 











CREAS ALES SHOE STOCKS BOUGHT SHOE STORES 
- prcbencecelie Cotanbite co Fost CANNOT AFFORD TO BE WITHOUT 


with the original Wholesale or Retail ONE OR THE OTHER OF THESE 
SHOE DOCTOR SHRINKERS BARIS SHOE COMPANY, Inc. SHOE STRETCHERS 


79-81 READE STREET, NEW YORK, WN. Y. 
Telephone WORTH 2-5180, 518! THEY STRETCH— 


THEY LENGTHEN— 
THEY EASE VAMPS— 
THEY LAST A LIFETIME 








WE BUY 

Entire or Surplus Wholesale and Retail 
Stocks. Also Branded Shoes such as 
re Pony enue Gan Vital- 

y; re reserver, jueen juality, 2 
ADDITIONAL SALES are tonians, Stetson, Red Cross, Nunn Bush, Ete. 
made when you obtain the IRVIN RUBIN 
confidence of your customers “The House of Jobs” 
by giving those hard-to-fit- 89 Reade St., Cor. Church 
feet a perfect fit. Our Shrink- Phone Barclay 7-7887 New York City 
ing Devices, when used with 
our specially prepared fluids, 
give the proper fit to shoes 
which fit large around the 
ian es os ee Buyers of Surplus Stocks 
at the sides. Any fullness We will buy surplus or entire eng of shoes 
or wrinkles in leather or from manufacturers, jobbers or retaile: 
fabric are easily shrunk QUANTITY NO oanet 


Curved type tron without harm. : ret? : 
KIRSCH-BLACHER CO., Inc. iene a8. 


Send your order or write for detail information. 106 Duane St. New York 


Special combination offer $25.00 (fluids in- Phone WOrth 2-5377 and 5378 MAJOR TWIN STRETCHER 
cluded in above prices) f.o.b. Indianapolis, working two shoes at a time—even if they are of 
Indiana. Serene size and kind—it renders double “uty. 
p~ Be one including three pairs of Right 
gad ft Lasts, Vamp Easers and Bunion Irons is 


E. C. SMELTZER CO. MERCHANTS’ NEEDS 30.00 F.0.B. Philadelphia. Weighs 60 lbs. 


121 E. Sist Street, Indianapolis, Ind. 






































Made in U. S&S. A. 


ar Penneng PARAGON STRETCHER 


Some = supeerte, Ove oy watt shoes -~ COMPLETE WITH 3 LASTS 
nant pa Tian ev etically ly Invisible when used. VAMP EASER AND BUNION IRONS 
wil or men’s and women’s $15.00 F.0.B. PHILADELPHIA 


= never topple over. 
poe a por dozen $1.65 per Y dozen. Order through your Findings Dealer or write to us 


M. D. POLLINGER CO. Laing, Harrar and Chamberlin 
Holland Bidg., St. Louis, Mo. 43 N. 3rd St. Philadelphia 























Enlarge Corrective Shoe 


THE PROFIT FLASHER Cction Old Styles Sell Best 
Figures Markup Instantly ALBuquerque, N. M.—The Paris at Martin’s 
Anyone who figures markup cannot Shoe Store is announcing an improved CHICAGO, ILL.— Two shoes, one of 
afford to be without one. and enlarged corrective shoe service, which had not been in stock for 10 
MURRAY C. FRENCH CO. for those patrons who have more than years and another for 12 years, were 
540-16th - - + + DENVER, COLO. average difficulty in securing the brought back this season and are the 
proper shoes for complete shoe com- _ two leading sellers at Martin and Mar- 
fort. In charge will be C. O. Leedy, tin, 38 N. Michigan. Most popular of 
° who is a graduate of special courses these is the ten-year-old model known 
E. Morris Opens In L. A. in foot sie arch asiien and who as the Pet ta shoe designed for 
Los ANGELES, CALIF.—Morris Boot- has had 25 years experience in fitting. utmost comfort made with a medium 
makers, a men’s shoe store carrying toe, low heel, and with buckle for deco- 


shoes which retail from $5.45 to $18.50 Nordstrom’s New Store ration. It comes in brown and black 


suede and finished leathers. The other 
aan Ses opened ak S00 Went: ith Btaget, SEATTLE, WASH.—Nordstrom’s new igs a one eyelet tie in suede and lizard 


” yg rs of ns financial district, store at the corner of Fifth and Pike combination. As the advertising copy 

‘ated “ith bine 4 ‘hi Proprietor. Ass0o- Streets which will be ready for occu- reads, “it appears like a pump but fits 
ciated with him is‘his father A. S. Mor- pancy about the first of December, like a shoe.” It has a spectator heel 
ris and his brother B. Morris. Before promises to be one of the outstanding and comes in black, brown, and blue. 
coming to this city, the boys formerly stores of the Northwest. One of the The store reports a heavy suede year 
operated a women’s shoe store on Lex- features will be a children’s depart- with heavy demands for reptile, lizard, 
ington Avenue, in New York City. The ment in the basement, which will be and other rough leather trimmings. 
new store is very attractively fitted and equipped with all the modern appli- Spectator pumps are having an espe- 
decorated. ances to attract children. cially good season. 
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Yearly Business Changes 
Over 25 Per Cent 


Cuicaco, ILu.—Changes in the prin- 
cipal lines of retail business through- 
out the United States continue to be 
frequent according to figures recently 
compiled by the Research Department 
of Buckley, Dement & Company of Chi- 
cago. The general yearly average is 
about 25 per cent in all retail lines. 
Certain mercantile lines had over 
$3 1/3 per cent change during the last 
year. These figures include all changes 
that occurred in the maintenance of a 
general list and include not only con- 
cerns going out of business but also the 
new concerns that have started busi- 
ness during the year, those who moved 
to a new address or changed their cor- 
porate names, and the upward or 
downward rating position which would 
affect their standing as desirable cus- 
tomers or prospects for the wholesaler 
or manufacturer. 
Some lines of business have a much 
lower rate of change. A number of 
changes among retail hardware stores 
averaged 17 per cent during the past 
year while the annual change in hotels 
was about 19 per cent. One of the start- 
ling developments of recent years is 
that there are more changes among 
wholesalers than in any other line of 
business. During the past year these 
changes average about 45 per cent. The 
percentage of changes among filling 
stations was 21 per cent, dry goods and 
department stores 22 per cent, grocery 
stores 25 per cent, manufacturers, all 
kinds rated $10,000 and up, 25 per 
cent, shoe stores 29 per cent, tailors 
81 per cent, furniture dealers, fruit 
and vegetable stores and confectioners 
$1 per cent, millinery stores and cigar 
and tobacco dealers 34 per cent. 








Radio Tour Commemorates 
Anniversary 

SHEBOYGAN, Wis.—The 70th anni- 
versary of Armour & Co., the 30th an- 
niversary of the Badger State Tanning 
Co., and the 20th anniversary of Ar- 
mour’s branch house here was com- 
memorated with a descriptive tour of 
the Badger State Tanning Co., owned 
by Armour’s, over WHBL. In connec- - 
tion with the tour, Bill Sears, the sta- 
tion’s commentator, interviewed a num- 
ber of employees who have been with 
the plant for many years. 





Cole Purchases Fezler’s 
Booterie 

OKLAHOMA CiTy, OKLA—John M. 
Cole has purchased Fezler’s Booterie, 
Inc., a sub-leased section of Fezler’s 
Shoe Store at Main and Harvey 
Streets, here. The Booterie had been 
placed in receivership. It operates a 
women’s shoe store in the front of the 
building. Fezler’s proper is a men’s 
shoe store operated locally for many 
years by Day Fezler. 
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A Buyieg G 


BOOTS AND SHOES 








BOOTH, WALTER, SHOE CO., Milwaukee, Wis............ Ae . §3 
BROOKS SHOE MFG. CO., Philadelphia, Pa................ CRAPO IER Decca | 
CLAPP, EDWIN, & SONS, INC., E. Weymouth, Mass................0..00.0-. 0... 56 
COLT-CROMWELL CO., INC., Stoughton, Mass............00 0c: eee cc ee. er tan 
CONJOR, H., SHOE CO., Brooklyn, N. Y......... yi Ba Su 
CONNELL, J. M., SHOE CO., S. Braintree, Mass..... 2.00.02. ees 58 
CONNOLLY SHOE CO., Stillwater, Minn... 00.0.0... e cece ccc ccc cece cc cucccueee 44 
DANVERS SHOE CO., Newburyport, Mass.........00 0000... c cece cece ceevececeees 58 
ELAM, F. S., BHOE CO., Rochester, N. Yi... 25 os fice cc cc ccc ccc cecectouccccest 58 
ENDICOTT-JOHNSON CORP., Endicott, N. Y.... 0.0.0.0 cece ccc ccccecceeee 8,9 
EvAe Sane Go. &. © Woeboliald, Mos... ...... 5... c ccc ce cc oeeh lech 51 
FERN SHOE COMPANY, Los Angeles, Cal............................ ......39, 48 
LORarem: Srvare. CO... Chicago, Wl... .. ces... oo oe cic 12 
GOODRICH, B. F., CO., Watertown, Mass...) 200... eee ccc ccc cscs ccc ceccsee 3 
GREAT EASTERN SHOE CO., Boston, Mass....... 00.006. o cece cece cece cece eee. 56 
rere een Om, CONGO, IAL Wes mk. occ oc oo cece lee cide nc cece cckucas 7 
HANNAHSON'S SHOE CO., Haverhill, Mass.......... EES y ig th reer 
pines & LYNCH SHOE CO. Now York City. .:. 5.0.20... 0.00. cccccccccces cen... 
MISHAWAKA RUBBER & WOOLEN MFG. CO., Mishawaka, Ind.................... 55 
MRS. DAY'S IDEAL BABY SHOE CO., Danvers, Mass................... ; ae 54 
MUSEBECK SHOE COMPANY, Danville, Ill.......... ..................... 5 
NATHAN, DAVID T., Boston, Mass..........................-.. PORN eve hs 54 
OWENS SHOE CO.., Salem, Mass.......................----- 00. a lng bao 58 
PIED PIPER SHOE CO., Wausau, Wis.... Ree aneh ven paisa Ra aah ae 
RACINE SHOE MFG. CO., Racine, Wis..........................2...2....2..... 43 
SCHWARTZ & HERDER, INC., Philadelphia, Pa...... ... acts 54 
SWAN SHOE COMPANY, Baltimore, Md..... 2.000. oe ee eee cec cece eee. 42 
VAUGHAN-TOWLE CO., Wakefield. Mass. pie 54 
LEATHER AND OTHER MATERIALS 
ALLIED KID CO., Boston and New York................. a Pee ae eee is 
COLONIAL TANNING CO., Boston, Mass..... 0.000... cece cece cc ce cccceccce cee. 6 
Cyaan Were a ee, Cutan Nk. snc kc beavis ce évke ek tc ban wee 10, 11 
KIEFER, EIXGAR S., TANNING CO., Chicago. Ill........................... Den ee 
re a Oe ee, Mew York City... 6c. oe. ee eee 2, 3 


OHIO LEATHER CO., Girard, O.................. AA is ck tise ae pn eacema 14 


PAMiroen PANG 0. Chalead, Masi... oc. ooo oe koe cbc ccc 3rd Cover 
RUEPING, FRED, LEATHER CO., Fond Du Lac, Wis... ................. 2nd Cover 
SLATTERY BROS. TANNING CO., Boston, Mass....... OT eu heeiad . Sees 56 
UNITED STATES LEATHER CO., New York ity. . 3. ; Ra 59 


MACHINERY, LASTS, MFRS.’ SUPPLIES, DRESSINGS, ETC. 


COMPO SHOE MACHINERY CORP., Boston, Mass.......................0-.0-ee. 1 
LITTLEWAY PROCESS CO., Boston, Mass..............000 000.0 cece cece cece eee, 27 
NATIONAL VULCANIZED FIBRE CO., Wilmington, Del.......................... 56 
UNITED FAST COLOR EYELET CO., Boston, Mass.. ....... OR Pe eee 
UNITED SHOE MACHINERY CORP., Boston, Mass......... .....4, Back Cover 
VULCAN CORPORATION, Portsmouth, O....... ; ... Front Cover 
STORE EQUIPMENT AND ACCESSORIES 
LAING, HARRAR & CHAMBERLIN, Philadelphia, Po................. 63 
MANOLIS MANUFACTURING CO., Chicago, Ill........ 200.000... cece cee ee eee. 62 
NASHUA PACKAGE SEALING CO., Nashua, N.H............................... 4| 
Paper Mr OE, SAy WON, BAO. oie. occ ns ovhenks ceca ck 63 
SCOTT FOOT APPLIANCE CO., Omaha, Neb.................................... 52 
SiGLtane, & ©. CO. tndionapolie, lnd......:.......:..0....00050000......,5..... 8 
ZOURI STORE FRONTS, Niles, Mich................... ety aah nea, | 
MISCELLANEOUS 
AMERICAN WEEKLY,: New York City...... EAE Che ne EET REN 
‘BARIS SHOE COMPANY, New York City... 20.000... cece ccc cece cee ce. 63 
HOTEL DOOALPOL, Mow Work City. :.... 0.00.20 gy 
I FE SE 6 die i aegis end oS Ook a Kha 1088s Ska kk See 63 
KIRSCH-BLACHER CO., INC., New York EEA OPES rd Ae OUR MAIR ET ee 63 








STEPHENSON LABORATORY, Boston, Mass..._. ) ona | 
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Style No. 4463 successfully meets the scholastic require- 
ments. It is an exciting style that will earn credits on its 
trimness and smartnegs. Being Kali-sten-iks, ir has all the 
merits that make it an outstanding shoe. Seamle¥s Back— 
Three-Point Suspension, and Seamless Vamp. Becatsé we 


/ 


build more shoe you can sell more shoesFor yousor your 
scholarly customers, Kali-sten-iks is a wisely-selected 


course. If you are interested in grading up, we will explain 


why Kali-sten-iks are a Capital Asset for your, store. 


LV STON osc 


Dark Brown Reverse Calf Unlined Kiltie Tongue Oxford 
Sizes 314 t0 9, Widths AAA, AA, A, BandC... $3.90 
No. 4426, same in Black Reverse Calf 


The Gilbert Shoe Co. 


THIENSVILLE, WISCONSIN 
NEW YORK: 541 MARBRIDGE BLDG. 
LOS ANGELES: HAYWARD HOTEL 
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Minitid: \ \\ME 


C 
/) | 
COLOVIUL COLORES 
\ | PITEAT 










a) 


FIRST PRIZE 
+100 


FOUR SECOND PRIZES 


$25 EACH 









Beauty, variety, brilliancy, style 








acceptance . . . Colonial Colored Patent has everything except a distinc- 





tive name. Can you think of one? Send for a 1938 Swatch Book, if you 





haven’t one already, of Colonial Patent colors and let it inspire you. There 






is a first prize of $100 for the best name and four other prizes of $25 






each. The contest will close December Ist, so send for the swatches now. 






Address: Department R-1. 







COLONIAL TANNING COMPANY, 207 SOUTH STREET, BOSTON, MASS. 
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HE last one in is teacher’s pet! ! Away 
they scamper. Most counters are not de- 
signed to stand up under the beating given them 
by the average boy and girl. We can’t, however, 


make our boys and girls step primly and gingerly 


just because of weak counters. Alert manufac- 


turers use Spaulding Counters. The imported, 


long fibre hemp and flax in Spaulding Counters 


give them the strength which keeps shoes neat 


as well as trim. They retain their heel-hugging 
resilient nature throughout the life of the shoe. 
Mothers appreciate the support that Spaulding 
Counters give to growing feet. Specify better 
Specify 


shoes from your manufacturer. 


shoes with Spauld- 


PAULDING 


Counters 


“Made mw North Rochester, N. H. 


ing Counters. 


NO OTHER PART OF THE SHOE MEANS SO MUCH ...AND COSTS SO LITTLE 
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im stock: 


2830—Brown Kid Four Eyelet Tongue Tie, Brown Stitched, 15 
Cuban Heel, Cempro Construction. Sizes 3/9, Widths C, D, EEE Sits 


2829—Same in Black Kid, Grey Stitched. Sizes 3/9, Widths C, D, 


TNE Sg Pica iver Ns, Seti 2 S98 Sa aaa eae aE MRE Se aire FP $1.55 
2833—Black Kid Front Strap, Grey Stitched, 1544/8 Cuban Heel, 
Cempro Construction. Sizes 3/9, Widths C, D.................. $1.55 


2831—Black Suede, Four Eyelet Tongue Tie, Patent Tip, and Eyelet 
Panel, 1544/8 Cuban Heel, Cempro Construction. Sizes 3/9, Widths 
Meg Ey IRs TEN GRO CAS CEO e Pa Cae aE a $1.55 
2832—Same in Brown Suede and Brown Patent. Sizes 3/9, Widths 
C, D, EEE . 
2815—Black Kid Gypsy Tie, 14/8 Cuban Heel, Cempro Construction. 
Sines B/S, Witihs B.C. SEB. se oe ee $1.55 





2747—Black Kid Tongue Tie, 14/8 Rubber Tap Heel, Cempro Con- 
struction. Sizes 3/10, Widths B,C, D, EEE .................. $1.50 


2748—Same in Brown Kid. Sizes 3/10, Widths B, C, D, 


ROR Eta, ieee” ct ORM ah a a pra aa $1.50 
2749—Same in Black Kid with 10/8 heel. Sizes 3/10, 
Wate CO Te. i... obec ee eal ieeesian $1.50 


2821—Black Kid Four Eyelet Tie, Grey Stitched, Cempro 
Construction, 14/8 Rubber Tap Heel. Sizes 3/9, Widths C, 
MIG 5 Re sc eas ss Cab es congo gneseeaidwenue $1.50 
2706—Black Kid Four Eyelet Tie, 14/8 Rubber Tap Heel, 
Cempro Construction. Sizes 3/10, Widths B, C, D, 
ARIE FAMINE, aenenne bop pyc’ Mao Tne ke Se eer aeeet $1.50 
2703—Same in Black Kid with 10/8 Heel. Sizes 3/10, 
Wide 3: CT OES, . ok ieee $1 


2707—Black Kid Nurses Oxford, 11/8 
Rubber Tap Heel, Cempro Construction. 
Sizes 3/10, Widths B, C, D, EEE. . .$1.50 
2708—Same in White Side. Sizes 3/10, 
Widths B, C, D, EEE.............. $1.50 


2745—Black Kid Gypsy Tie, Grey Stitched, 
14/8 Rubber Tap Heel, Cempro Con- 
struction. Sizes 3/10, Widths B, C, D, 
2705—Same in White Side. Sizes 3/10, 
Widths B, C, D, EEE.............. $1.50 
2743—Same in Black Kid with 10/8 heel. 
Sizes 3/10, Widths B, C, D, EEE. . .$1.50 


2823—Brown Kid Tongue Tie, Brown 
Stitched, 14/8 Rubber Tap Heel, Cempro 
Construction. Sizes 3/9, Widths C, D, 
2822—Same in Black Kid, Grey Stitched. 
Sizes 3/9, Widths C, D, EEE....... $1.50 


ENDICOTT - J OHNSONIE 
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DO YOU KNOW THESE FACTS 
ABOUT THE ORTHOPEDIC MARKET? 


Do you know that American women wear smarter shoes . . . and have more foot- 
trouble than women of any other nation on earth? 


Do you know that the average housewife walks from eight to ten miles a day “just 
keeping house”? 


Do you know that thousands of women in every community kick around the 
house all day in an old pair of house slippers, unknowingly ruin- 
ing their arches? 


Do you know that when a woman reaches 40, she begins to look for comfort, as 
well as style, in the shoes she buys? 


Do you know that of the millions of American women who want and need truly 
comfortable shoes, only a small percentage can afford to pay what 
average quality orthopedic shoes cost? 


IF YOU ARE INTERESTED in extra volume and extra profit, 
Endicott Johnson has a line that will help bring this additional 
business into your store. Endicott Johnson dealers in all parts of 
the country have reported remarkable increases in total volume 
after adding Women’s Cempro Health Arch shoes to their stocks. 


The shoes illustrated on these two pages constitute a rounded, 
balanced stock of wanted types in quality comfort shoes. All are 
available for fast delivery from stock for your convenience in order- 
ing and sizing up best-selling styles. 

Why not place your order for a trial run of sizes and prove to your- 
self that there is a healthy acceptance for COMFORT AT A PRICE 
in your own community ... NOW! 





and remember: 


shoes bought from stock 
will be on their way to your 
store within a few hours 
after we receive your 
order! 


NIEN D ICOTT, NY. Newer eng 
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REGARDLESS! Friedman-Shelby has 


All-Leather shoes for you to sell at your 
most popular price. 


In your store, as in other stores all over the country, there is one price, or 
price group, that seems to better meet the demands of your customers. 
Naturally, this is the price on which you center your attention. 


Friedman-Shelby develops a complete line of basic patterns in each of its 
price groups; so when selecting the patterns for your stock you will find 
just the pattern you want at a cost to meet your volume selling price 
demands. 


aS 
Lye fasuion Sais 


© post card will bring our saleaman to your store. © 






Men 





{; } y) 
| 7 tar LZ fpf 
FRIEDAARN-SHELBY “cred 
i. ee on een e On. P-S oe eo OF cum @ OF 
ST.LOUIS 
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INNID) Catalog 
for a COPY 


ALL-B 


has 
ou, wrt 


\f your B 
reached y 


THE GAITER ABOVE 
3-snap fastener, BALL-BAND Satin finish. 
Here are outstanding style, fit, workmanship, 
appearance, at a volume selling price. 


- 


74e BALL-BAND 
GAITER LINE 


There are 22 different styles (173 
numbers) in the Ball-Band Style 
Gaiter line in a variety of designs, 
colors, heel heights, linings, price 
range, etc., that will completely 
meet your every need. There are 
snap fastener and slide fastener 
styles. Correctly designed pull-on 
styles. Plain and fur-trimmed styles. 
Satin and kid leather finishes. All 
these gaiters are shown in the 
new BALL-BAND catalog. Write 
for a copy if yours has not yet 
been received. 


Built, Advertised and 


as the Best Footwear 





MIGHT THIS cost 
YOU 
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a sale—and perhayas 
a customer 2 


This Spring, when women begin to insist on shoes of 
Glazed Kid, be one of those smart retailers who is not 
caught unprepared; have shoes of Glazed in stock to help 
you make a friend—instead of losing a customer. Trimmed 
or untrimmed, Glazed Kid has a gracefulness, a feminin- 
ity, and a beauty that women instinctively return to. 
Every week, every month, now, the signs and indications 
are increasingly pointing to the fact that the wheel of 
fashion is again turning to Glazed Kid after a period of 
heavy leathers and suedes. So when you next place your 
orders, remember: “don’t neglect Kidskin for Spring.” 


SURPASS Glazed Kid, in BLACK 
or in COLORS for Outside Stock, 
and in PASTELS and other popular 
shades for Lining Stock, has a qual- 
ity, a uniformity, an economy in the 
cutting room, a workability over the 
lasts, and a beauty in the finished 
shoe that has justly made it famous 
throughout the World. 


Offices in New York, Boston, Cin- 
cinnati, Milwaukee and St. Louis. 
Agencies in London, Paris, Milan, 
@ Basel, Stockholm, Melbourne, Syd- 


ney and other foreign cities. 
Tanneries in Philadelphia, Penn- 


PHILADELPHIA == 
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SANDALS 


Colorful— Practical 
Comfortable— Beautiful 
Fashion Right Style 
Bux Upper Fabric 
Hard Lacorin Sole 








A Line of Slax Sport Models, 
Smokrepe Sole—Low Heels. 


NHN OM 


Hood FEATURES Sell People the First Time 


-~HOoeb— 
Hood QUALITY Brings them back .. . 





HOOD RUBBER COMPANY, INC., WATERTOWN, MASS. 


Branches at: Atlanta, Ga.; Baltimore, Md.; Boston, Mass.; Chicago, Ill.; Cincinnati, O.; Cleveland, O.; Dallas, Tex.; 
Denver, Col.; Detroit, Mich.; Kansas City, Mo.; Los Angeles, Calif.; Minneapolis, Minn.; New Orleans, La.; 
New York, N. Y.; Philadelphia, Pa.; Pittsburgh, Pa.; Providence, R. I.; St. Louis, Mo.; Salt Lake City, Utah; 

San Francisco, Calif.; Seattle, Wash.; Syracuse, N. Y. 
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We promised that Wall Streeter’s 
new line of shoes —Styl-EEZ for 
Men—would create new records in 


sales, repeat business and profits. 


After twelve months of actual selling, 


dealers from coast to coast are enthusi- 





astically acclaiming the Styl-EEZ line 


as an unprecedented business builder. 


IT’S AMAZING 
The Way Styl-EEZ Wins New Customers 


They see it—admire it—try it on and are SOLD. Styl-EEZ has instant 
eye appeal. It stops men at your window and draws them into the 
store. It feels so good on the foot, that once a man wears Styl-EEZ 
he will buy no other shoe. The exclusive 3-point corrective features, 
scientifically built in, insure day-long comfort and lasting foot ease. 
No other shoe, in the Styl-EEZ price range, gives 
him so much good style and so much real comfort. 











A postcard, tele- Pe 
: e Savoy 
gram or letter will Pisaggi 


bring juin f ull de- Brown Orianna Calf 
tails immediately. 


WALL STREETER SHOE COMPANY 
NORTH ADAMS - - - MASSACHUSETTS 
Styl-EEZ sHoEs FOR WOMEN MADE BY SELBY SHOE COMPANY 
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THE TUDOR, S-685; a full wing tip brogue in genuine shell Cordovan 


| IT’S SALES THAT COUNT! 


There is no high grade shoe in the world that sells like the Florsheim Shoe... a 


fact that should count heavily with retailers. While the reasons back of this 
accomplishment are not as important as the fact itself, they may be worth a 
brief mention. Florsheim sales leadership is due to a combination of quality 
merchandise, superior styling, aggressive promotion and fair treatment . . . all 
elements that we are determined to perpetuate so that we may continue to 
enjoy the confidence of merchant and consumer alike. If there is no Florsheim 
dealer in your neighborhood, you have an unusual opportunity to capitalize 
upon Florsheim popularity. Our representative will gladly call upon request. 


$ 
RETAILING AT q 0 MOST STYLES 


THE FLORSHEIM SHOE 


THE FLORSHEIM SHOE COMPANY @ Manufacturers e CHICAGO 














